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The woods are full of builders who know the profitable short 
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Look for these features in next month’s JouRNAL: Minneapolis Realtor 
William Cusack’s article on selecting salesmen scientifically . . . Investor 
Louis J. Glickman’s advice on types of information prospective investors 
want about income-properties . . . Miami Beach Realtor Jack Justice's 
system for controlling ad costs . . . Detroit Builder Edward Rose’s 
trade-in house plan . . . Plus new legal and tax court decisions. 
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BUILT-IN 
CONDUIT 


BUILT-IN CONDUIT 


Providing for enough telephone outlets in the right locations 


is good home-selling strategy. And it means buyers will 
always have the telephone service they want 


where they want it—with telephone wires concealed. 


Your Bell telephone company will be glad to help you work out economical conduit installations 


Just call your nearest business office BELL TELEPHONE SYSTEM 





Over-Production In Sight? 


Over-production in non-farm housing units is in 
sight, some experts now say. November's 103,000 
starts marked an all-time high for that month, a 
decline of a mere 3% from October. 

These analysts say January and February should 
show whether the residential market is being satu 
rated 

In general, however, optimism is as high as pro 
duction, Most predictions for 55 are for 1.3 million 
Starts asa peak, 

Through November, the cumulative ‘54 total 1 
1,222,800 almost 20,000 more starts than in all of 
54 


Ten Year Report On Gi Loans 


Three and a half million veterans have borrowed 
more than $23.5 million for homes, farms and busi 
nesses since the GI loan program was begun ten 
years ago. So says the Veterans Administration in a 
new 140-page booklet. 

VA estimates there are still three million veterans 
who will use GI loan privileges at least a million 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 





LONG 
TERM 
LEASE 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security 





WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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THE JOURNAL REPORTS 


more from World War II and two million veterans 
with service since the outbreak of the Korean War 
in June, 1950 


Insurance Company Realty Investments Rise 


The Institute of Life Insurance reveals that life 
insurance companies have invested a total of $2.2 
billion in real estate. This marks an increase of $211 
million during the first nine months of 1954 (com 
pared with the total investment in January, 1954). 

Availability of life insurance company money is 
reflected elsewhere. Oliver M. Walker, chairman of 
Mortgage Council of NAREB, reports that loans on 
industrial and other business properties are general 
ly available, and at reasonable rates. 

“In most sections of the country,” Walker says. 
‘the predominant interest rate on commercial and 
industrial property with national credit ‘tenants’ is 
+14,% or less. About one-half the areas find 5% and 
lower rates prevailing for local credit leases. Some 
members of the Mortgage Council still report rates 
between 5% and 6% in isolated communities.” 

Mortgage money for commercial properties in 
secondary locations continued to . somewhat 
scarcer, according to the Council’s report. Rates for 
these properties are slightly higher than rates for 
top location properties 

Loans on commercial property are more easily ob 
tainable, at slightly better rates, in cities of 50,000 
and up than in communities of less population 


Chinnock on “How To Buy A House” 


The American Magazine’s December issue carries 
an article by 1954 NAREB president Ron Chinnock 
Chinnock declares the existing home market has the 
best buys for the home-seeker. In used homes, Chin 
nock says, prices have dropped 10% in the last two 
years 

“When you buy a house,” advises Chinnock, ““you 
also buy a community, a neighborhood, a way of 
life.” 

The article gives a 12-point list of items to look 
for when buying a house. Chinnock recommends that 
home buyers look around quite a bit before they buy 
so they'll recognize a good buy when they see one 


NAHB to Feature A “How To” Circus 


The National Association of Home Builders’ an 
nual convention in Chicago, January 16-20, will fea 
ture a “how-to-do-it-better” theme. So much “how 
to” emphasis is being placed on the convention. 
NAHB leaders say, that they're calling it a “how-to 
do-it-circus.” 

Expecting some 20,000 persons to attend, NAHB 
officials report there will be 544 exhibit spaces show 
ing products from 53 different classifications, includ 
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it's Youngstown Kitchens 


ERESH book 


in sturdy steel to last a housetimel 








' 








\ rugged steel Youngstown Kitchen increases the value of AND. 


. steel Youngstown Kitchens 
a house—now, and at any future time of sale 


This increase in value is permanent because steel Youngstown are best known by 5 to 1! 
Kitchens are built to last a housetime. In addition ' , 
© Thev're | lier. featuring the FRESH look' Whether you're investing in new construction or in home 
iey're lovelier, featuring the FRE! 00 
e T} " t il t k estant modernizing, all-steel Youngstown Kite hens make your prop 
ey won't warp, rot, swell, stick or splinter 
i ee EN ae erty more valuable, permanently! See for yourself. Write for 
ac shes are red on—to las ' 
@ Rigid quality control insures years and years of new full-color “Answer Book,” to: Dept. NR-165, Mullins 


trouble-free service! Manufacturing Corporation, Warren, Ohio 


Sold in the United States, Canada and most parts of the world 
MULLINS MANUFACTURING CORPORATION ° WARREN, OHIO 
Cabinets of steel for lasting appeo! 
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POSITION 
AVAILABLE 


Execunve- Type Salesman 


Over 40 


If you are over 40, free to travel, and have a 
successful sales record — preferably in real 
estate — you may qualify for a sales position 
now open with a company of long-standing 
reputation. This position requires unimpeach- 
able integrity, ambition, and industry. If you 
are interested, address your inquiry to 
Post Office Box 911 
National Real Estate and Building Journal 


Cedar Rapids, lowa 











A place for everything — everything in place with 
For letter size ¢4¢ 2 9? For legal size 
files / S files 
9x12 eat ~/7aver 10 x 15 
dr. Size F i L E Sr. Size 
Qc... envetopes QC... 


(in lots of 100) FOR REALTORS (in lots of 100) 
@ Progress of deal instantly visible 
@ No hunting for mislaid papers 
@ Nothing omitted nothing neglected 
@ 125 check lines cover every item 
USED BY REALTORS IN 33 STATES AND CANADA 











ry 


Special Introductory Offer 


(Initial order only) 
EITHER 
25 “in $2 
Postpaid Anywhere 


Satisfaction or Money 
Back Guaranteed 
on any quantity 











Prices F.O.B. Royal Oak (except special introductory offer) 
We ship Railway Express collect unless otherwise requested 


LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 

Ship us Deal Saver, Jr.’’ at 9 cents each 

Ship us “Deal Saver, Sr." at 10 cents cach 
Lots of 100 only please) 

Ship us 25 

Send free sample of 


Check for $ 


size at $2.00 (introductory offer) 
size deal saver [) 


enclosed 
Name 


Appa ess 





ing air conditioning, electrical equipment, flooring 
and paints. There will be sessions on all phases of 
home building, as well, ranging from techniques of 
nail-driving to financing procedures 

Speakers include Norman Vincent Peale, clergy 
man and author of “The Power of Positive Think 
ing,” Seaborn P. Collins, National Commander of 
the American Legion, Carlos P. Romulo, Philippine 
soldier and statesman. 


How To Liquidate Public Housing 


New housing law provisions enable private inves 
tors to buy up government owned and controlled 
property and thus eliminate public housing. That it 
should be done as quickly as possible is the opinion 
of most industry leaders 

Ronald J. Chinnock, banging away at public hous 
ing as “a special privilege and a political racket,” 
says it has failed to help those families who have 
needed help most. Main point is to break govern 
mental authority over public housing developments 
and resulting influence on local government. 


Senate Report on FHA Scandal 


The Senate Banking and Currency Committee end 
ed its eight-month-long investigation of the FHA, 
publishing its findings in a detailed report 

The committee found at the root of the trouble “a 
few dishonest builders” and “a few dishonest FHA 
officials” with $76 million in windfall profits in 
+37 of the 543 projects that were investigated 

Committee members, mainly Senators Capehart 

Rep., Ind.) and Sparkman (Dem., Ala.) disagreed 
about the relative extent of the scandal and the main 
responsibility for it 

Newspapers remarked editorially that the scandals 
have given the whole housing industry a black eye 
and suggested that part of the responsibility must be 
horne by the industry 


About the Authors 


| OBERT STURGEON, assist 

ant v.p of Albert M. Green 
field & Co., is in charge of chain 
store leasing for his firm. He 
assists in the management and 
development of seven regional 
shopping centers in the Phila 
delphia area. He has also assist 
ed in the selection of shopping 
center sites for City Stores Cor 
poration, Loft Candy Corpora 
tion, Bonwit Teller and City 
Specialty Stores Co., and knows 
the realtor’s problems as well as 
those of the chain store real es 
tate officer 


Why Didn’t You Make That Last Sale? 


\ THY DOES A SALESMAN fail to make a sale? 
'Y George Vinson. director of a special school for 
ales executives at Rutgers university, says these 
are the principal reasons 

1. He didn’t get enough information in his pre 
approac h 

2. His approach was very weak 
3. His sales story didn’t have enough reasons to 
buy 

+. He couldn't explain an objection or two 

5. He only tried to close the sale once. 

6. He didn’t give the account proper service after 
the last sale was made 
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Calling 
all Builders! 


WIN A FREE TRIP 


for you and your wife! 
26 days in EUROPE 
or 7 days in BERMUDA 
7 days in MEXICO 
7 days in HAWAII 
30 BIG PRIZES IN ALL! And a Prize for Everyone who enters! 


in the 


BUILDERS’ 
CONTEST 


BitrT WELL 
—- > 
wooo WORK 
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They're Prefabbing 


streets & sewers a 


Cost-cutters for projects. The P & H Miti-Mite, a 
7-ton truck crane that can dig pipe trenches as a 
trench hoe, do backfilling as a dragline, dig base- 
ments—do anything. The P & H Single Pass Soil 
Stabilizer leaves a completely pulverized, mixed and 
spread road base after a single pass. Asa P & H Home 
builder, you or your subcontractors can buy or lease 
Harnischfeger equipment, call on P & H construction 
know-how, and really save money. 





Faster commitments, |essinvest- 
ment when you build P & H Homes 
Harnischfeger's Builders Accept- 
ance Company makes sure you get 
construction loans and final mort- 
gages; the Finance Service Dept. 
helps with processing. Commitments 
come through faster because lenders 
know the Harnischfeger name, and 


because evaluation and processing 
are standardized with P & H Homes. 
No investment, construction does 
not start until the loan is opened. You 
pay subs from mortgage draws, get 
final payout almost before bills come 
in. House is complete 30 days after 
loan OK. Your capital does more when 
you build P & H Homes, 


ae tae hy A 


PeUCR CRAMED rede) Oreaeres POwte wovels Petr ase AED momes one 


Sn. Stage cers WEG EGY Pmeret Ovtent an (eants 


January, 1955 — Nationar Rear Estate AND BuiLpine Journat 





Streets 2 Mortgages, Too 


Now P&H Offers a Complete Building Program 





--- Streets & sewers...house... financing 


There’s more to building than putting up a house. 
That’s why builders turn to P & H Homes and 
Harnischfeger to cut all their costs—from site de- 
velopment to financing. They get a really complete 
building program—the equipment and know-how for 
efficient project development, the house for fast 
profitable building, the financing company for con- 
.. The P & H Home 


itself solves a lot of building problems. Overhead 
and site time are cut, and P & H Homes do sell. 


struction loans and mortgages . 


the P & H home 


More house for the money—that's the 
reason most P & H builders sell more homes 
more profitably. P & H Homes—in the $6,000 
to $20,000 range—offer careful construction 
and brand-name quality materials usually found 
only in higher priced homes. More space and 
better design, too. There's more profit in P & H 
Homes. A good crew can have a house up and 
enclosed in 6 hours; no waste of time or mate- 
rials. Less ordering and inventory, less over- 
head. Finally, each step of work is complete on 
schedule, subs or buyers never have to wait. 
And you know all your costs with P & H Homes. 


SEE P a H AT THE NAHB SHOW 


Visit the P & H model home and booth 13 
at the NAHB Show, Hilton Hotel, Chicago. 
Ask about the Builders Open House. Or 
write or phone Harnischfeger Corporation 
for P & H Profit Plan today 


HARNISCHFEGER 


51 Spring St., Port Washington, Wis. Phone 611 
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Street-building, sewer-laying, practically any “mud 
pushing” job is less costly working with P & H. 
Harnischfeger has been in construction for 70 years, 
so you have plenty of know-how to call on—and 
cost-cutting equipment like the P & H Miti-Mite 
and Soil Stabilizer And P & H has its Financing 
Service Department and subsidiary Builders Ac- 
ceptance Company to help you with loans, mort- 
gages and processing... Enjoy prefab savings all 
around. Build P & H Homes. 


70 years in construction + 20 years in prefabrication 
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The 1954 
Ideas in West Hartford, 
Connecticut, includes 
three Philip Carey prod 
the Duette Custom 
bathroom cabinet, Fire 
Guard insulation and 
built-up roofing. The Du 
ette cabinet has the ad 
vantage of twice the space 
with twin sliding d 
which eliminate swinging 
doors and bumped heads 
Combining beauty and 
utility, its central translu 
top, giving light without 


House of 


ucts. 


oors 


cent lighting is at the 


shadows 


America’s First 1-2 


This new Culligan auto 
matic water softener is ap 
pliance-styled to harmo 
nize with your home laun 
dry equipment, say the 
manutacturers. It is 36 
inches high and is finished 
in white baked enamel on 
bonderized steel. This unit 
contains Culligan High Ca 
yacity Cullex, a resin £zeo 
ite of high softening ca 
pacity and durability, Cul 
lex is tested to insure the 
absence of all 

and any tendency to impart color to the water being 
oftened, Push one button to backwash a 


taste, odor, 


Se( ond 


Handy Inquiry Porm 

NATIONAL Reat Estate AND BUILDING JOURNAI 
427 Sixth Avenue S.E. 

Cedar Rapids, lowa 


I want to know more about the items checked below 
Please see that complete information is sent to me with 
yut cost or obligation 


1-1 1-2 


1-5 1-6 


Name 
Building or Firm 


Street 


January. 


1955 


button to shut off water. Remove the patented Cull 
gan Quick Twist Cap and add 40 lbs. of pellet-type 
alt. set 


tion 


tumer for automat 


work is done 


the electric regenera 


and your 
Yes — It’s Prefabricated sans 
Admiral Home 


offers a 2 


of Pittsburgh, Pennsylvania now 
tory luxury-type prefabricated home with 
four bedrooms and two and a half baths. It includes 
a two-car garage and has overall dimensions of 60 by 
40 feet. The basement features areas for 
storage, utilities and lavatory. Price is between $25. 
000 and $28,000 depending on what types of material] 
ire used and what extras are 


recreation, 


included 


Wonder Window 


Ludman Corporation, 
North Miami, Florida, 
has introduced this new 
Auto-Lok aluminum 
awning with 
torque bar operation. 
Ihe bar brings in the 
bottom night vent and 
does not exert any pres 
sure on the hinge points 
of any other vents. 
which are locked auto 
matically. The bar is 
concealed in the sill and 
all anchor housings 
have been eliminated 
on the jambs. Ludman’s 
‘Power Light” opera 
tor, for smooth and easy operation, in either over the 
sill or angle type styles will be standard equipment 
on this new model 


window 








Water Pressure Booster 1-5 


Manufactured by Bell & Gossett Company, Mor 
ton Grove, Illinois. this 
trifugal pump of cor 
rosion-resistant 


pressure booster is a cen 
bronze 
construction, Small and 
compact, it utilizes a 
specially designed and 
constructed sleeve bear 
ing motor for extra 
quiet operation, The 
pump can be installed directly in the lead-in pipe 
from the water main and is operated automatically 


Please furn to page 1] 
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Visit booths 166 & 167 
(Conrad Hilton) 
at the NAHB show 


in Chicago, to hear how— 


Features of the future 


today give increasing 
value to the miMMlenm 
franchise! 


Styling excellence, exclusive features of dra- 
matic appeal, fine craftsmanship, and quality 
materials are attracting crowds of prospects 
to Modern Homes dealers’ model houses. 
The trend to quality homes, now becoming 
more and more apparent, has been from the 
beginning Modern’s design and production 
philosophy. The increasing successes of fran- 
chised Modern Homes builders bear it out. 
Realtors who have been searching for a 
volume source of homes for their most select 
areas have found their answer in Modern 
Homes. And new, exclusive features originat- 
ing in Modern’s Research and Product De- 
velopment Department have these realtors 
looking to still greater successes in 1955. 
Moderns offer doubled benefits to realtors 
who build their own homes. Won’t you visit 
our booths in Chicago, to discuss with us 
the advantages to you of a Modern Homes 
association? Modern Homes Corporation, 
14507 West Warren Avenue, Dearborn, Mich. 


NATIONAL REAL Estatt 


AND BuILDING JouRNAI 


1. Styling leadership — Whatever the orientation on a lot, Modern Homes 


have the look of smartness 


and quality that only full-time architectural 


development can achieve. The low, long look, the low-pitched roof with 
its wide overhang, are now Modern trade-mark 





2. Exclusive features — Modern 
Homes’ Research and Product De 
velopment Department has intro- 
duced entirely new sales-sparking 
features to residential building 

including the widely heralded power 
operated windows, acoustical ceil- 
ings, Klear-Span steel floor system. 


4. Advertising appeals 


ing for 


In Liv- 
Young Homemakers, Better 
Homes and Gardena, and Small 
Homes Guide, Modern Homes ad 
vertising is designed to add the 
noua sales-extra of prestige —the 
reputation for excellence that in 
fluences discriminating buyer 


mOtlenm 


t 


Be Quality emphasis Modern 
Homes are designed for quality 
builders fabricated with precision, 
of the finest materials. To help the 
builder follow through with thi 
quality emphasis, Modern helps train 
erection crews, help plan sites, help 
achieve effective color styling 


5. Open House promotion 
With newspaper mats, radio and TV 
scripts, signs, photographs, display 
aa quality literature, Modern 
Homes helps the franchised builder 
dealer make Modern tyling, fea 
tures, and quality pay off in profit 
able volume sale 


Notes 


Vodern Homea ( or poration . Dearborn, Vichigan * Port Jervia, Neu Y ork 
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FRIGIDAIRE ANNOUNCES 


Revolutionary New “Built-In” Range Units 


Believe it or not, this is the “Top of the Range” for your new built-in kitchens 


This brand new design from Frigidaire and General Lift back up and unit turns off automatically 
Motors sets the pace for built-in surface cooking leaving all of counter top free for other use. Kach 
in today’s modern homes. Separately controlled section contains one 6” and one 8” Radiantube 
Fold-Back” units use no work surface in up posi Surface Unit. Needs only a 30” wall surface for 
tion. Simply pull down individually for cooking. each section, Stainless steel, plastic trim. 


Frigidaire’s Giant Imperial Wall Oven with revolutionary new “French Doors” 


Here’s the first full-size built-in oven 

17” wide; 18” high; 20%” deep 
Same size, same wonderful baking 
and roasting features you'll find in 
Frigidaire’s finest ranges. Exclusive 
new “French Doors”’ swing out, and 
back out of way to save kitchen space 
No awkward pull-down doors—no 
groping at arm’s length. Give women 
quick, easy access to food they're 
cooking Easy to use, easy to clean 
Lp-top controls at easy-reach level 
are out of children’s reach, pro 
tected from heat when broiling. Cook 
Master Oven Control turns oven on 
cooks meal, turns oven off —all auto 
matically! Separate frame and oven 


install easily into cabinet or wall space 
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... and New Automatic Dishwashers 


Exclusive “Turbo-Spray” Action 
makes 5-minute 
dishwashing come true! 


Builders know that a vital factor in selling 
new homes is the fulfilling of housewives 
dreams of completely automatic kitchen 
And the final sale-clincher is an automati: 
dishwasher that (1) really saves time and 
work, and (2) bears the world-famou 
Frigidaire trade-mark. And here it is at last! 
Here’s a dishwasher that frees women from 
the tiresome chore of pre-rinsing by hand 
and simplifies loading. Exclusive “Turbo 
Spray” Action really scrubs away egg 
lipstick and hardened grease. It makes the 
dream of 5-minute dishwashing come true 


2 minutes to scrape, once over lightly New Frigidaire 





} minutes to load, then push the button Food Waste Dis See all these new Frigidaire models 
In addition to the undercounter mode! posers are easily 


Frigidaire also makes a sink-combination installed on most Oe Te Cnneneneg 


sinks. Fast and de- of Home Builders Show 
a cabinet model and a portable model. All| pendable. Shreds 
bulky foods cuts e : 
where it counts the most. All in a choice fibrous foods, pul Conrad Hilton Hotel, Chicago 


of Frigidaire Appliance colors: Sherwood verizes hard, brit- Booth 168 « January 16 to 20 
Green, Stratford Yellow or snowy white tle foods 


Frigidair e Appliances Built and backed by General Motors 


—_—-. f _— Chest type and 
Automatic Washers - Electric is —t Upright Food 
Wow builders can offer | Refrigerators and Electric Dryers | Wreners | a 


| Freezers 
the sales magic of « (os ! - 


COMPLETE Frigidaire i _ = P 
Me 4 " } et complete detail 
kitchen and laundry Upright ond Table-Top Ranges Pr og to 


lec Ww Heat 
Electric Water Heaters i, | 


with Lifetime Porcelain rust protection 











from your 
Conditioner: Frigidaire Dealer or the Frigid 


I aire Distributing Hradquarters 


thee that serve area 
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Anderson’s 


Open Forum 


Dear Mr 


I understand from one of your 
articles that a licensed realtor, 
who does not have an exclusive 
listing, would have no rights at all 

I do not agree with your reason 
ing and don’t think you should 
write anything that would dis 
courage a licensed realtor from 
himself from an un 
crupulous owner who thinks only 
of humself 

I have collected commissions on 
non-exclusive 


Anderson 


prote ting 


listings in more 
than one case similar to the one 
mentioned in your article. I think 
you should write another article 
retracting your statement that. 
‘The owner owes no duty of coop 
eration to a broker on a non-ex 
clusive listing.” It certainly doesn’t 
apply on Long Island in the State 
of New York 
George C. Johnston, Jr. 


Jackson Heights, New York 


The item that our correspondent 
refers to involved a non-exclusive 
at $20,000. The broker introduced 
a prospect. The prospect later call 
ed on the seller who quoted the 
price of $19,000. He was not 
thinking of the $1,000 commission 
The prospect would not increase 
his offer of $19,000, and the seller 
would not reduce his price to $19, 
000, and pay a commission on it 
There was no deal. 1 said that. in 
my opinion, the broker was not 
entitled to a commission because 
he had not found a buyer at the 
list price. This does not mean that 
a non-exclusive is not protection 
to a broker, but merely that un 
less he finds a buyer at the list 
price, he is not entitled to a com 
mission. | hope | make the point 
clear 


Dear Mr 


At the present time I have over 
400 farms for There have 
been years that my exclusive list 
ings included over 600 farms 


Anderson 


sale 


1 am enclosing one of my list 


16 


ing forms for your inspection and 
would appreciate receiving your 
personal opinion on it 

There are three or four points 
covered in my contract that are 
not in accord with the ideas of the 
Wisconsin Real Estate Board. In 
my opinion, the board leans more 
toward the protection of the seller 
than the broker 

The four points are: 1) the 30 
day notice at the end of the con 
tract. 2) the verbal notice to sell 
er, of prospects, in addition to a 
written notice, 3) the protection 
clause in case of death of seller 
and 4) full cooperation of seller 
during the entire time of the list 
ing 

T would like an iron-bound con 
tract. one that will afford me com 
plete protection during the time 
my salesmen and I are spending 
time and money to effect the sale 
of a property. After being in the 
real estate business for 26 years. 
it seems to me the broker has had 
the least protection by law of any 
other type of business 

Will you kindly give me your 
ideas on a more binding contract? 

John R. Leatherman 
Baraboo, Wisconsin 


I have received over 100 listing 
forms from all over the country, 
asking my opinion on. them, and 
this goes to show how interested 
hrokers are in the forms they use 
If the forms could be published in 
the Jounnar, | would be glad 
to comment on them, but you can 
readily see that this would take up 
entirely I can’t 
comment on them for the benefit 
of individual brokers for the rea 
son that while I would be willing 
to clipe up wine, women and song 
if it would benefit all of you. ’'m 
not willing to do so to benefit only 
a few 

The exclusive that our corre 
spondent sent me has several use 
less things in it. If you want to get 
my ideas of a good exclusive. drop 
a line to the University Printing 

1410 FE. 62nd Street, 
Illinois, and ask them to 
send you a specimen of one that 
Il dratted for the benefit of brokers 
in Chicago. Compare it with the 
one you use and make up your 
own mind 


foo mut h space 


Company 
Chicago 


Dear Mr 


I read with great interest your 
recent article concerning the mort 
gagee who refused to accept pay 
ment of a $5,000 mortgage when 


Anderson 
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it had less than a year to run. You 
stated that his refusal discharged 
the lien of the mortgage 

Our problem is: we have three 
lending institutions in this area 
that made a great number of loans 
in subdivisions from 5 to 12 years 
The balances on these loans 
today are from $2,000 to $9,000 
while the fair selling prices of the 
properties range from $20,000 to 
$30,000. When an owner of one of 
these properties puts it up for sale 
he is shocked to find that it can 
not be paid off, and since the prop 
erty cannot be refinanced, it is 
practically impossible to sell 

The local opinion seems to be 
that since they contracted for the 
loan it is legal transaction. How 
ever, it is common knowledge that 
these people did not understand 
the lack of a prepayment privilege 
nor the implications when it came 
time to sell. 

The hardship that some of the 
folks are put to because of their 
inability to sell or refinance thei 
homes certainly suggests an in 
equity somewhere along the line 
I would be indebted to you for any 
cases you may refer me to, in Vir 
ginia, that would help 

Can you 
solve this problem? 

William L.. Warfield 
Arlington, Virginia 


goo 
ag 


suggest any way to 


This correspondent refers to an 
item that I wrote to the effect that 
if a mortgagor tenders the amount 
of the mortgage, which is not yet 
due, including interest to the date 
of maturity, and the tender is re 
fused the mortgage ceases to be a 
lien on the property 

I got this principle out of the 
Restatement of the Law of Real 
Estate Sales Contracts. This Re 
statement was written by a com 
mittee of the most distinguished 
real estate lawyers of this country, 
under the auspices of the Ameri 
can Bar Association. The Restate 
ment was printed but never put on 
the market so not many lawyers 
know about it. Any law book store 
will get it for you for $1. The item 
provoked a great deal of discussion 
and many lawyers refused to ac 
cept it. The Restatement does not 
cite any cases but all cases were 
carefully considered by the com 
mittee. | don’t know why the 
booklet was never put on the mar 
ket because it is one of the most 
valuable pieces of literature that I 
have ever read 
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“Intense Interest in PERFECT HOME Has Justified Our Sponsorship” 


NATIONAI 


Real 


EsTaTs 


\ 


says Charles A. Knott, Baltimore Contractor-Buildet 


Charles A. Know is president of Henry A. Knot, Inc., builders since 1908 
He was elected president in 1944. Under his leadership the company has 
grown large enough to build multi-million-dollar housing projects, schools, 
churches, and plants, but never too big to build beautiful homes in suburban 
areas. He is past president and now a director of the Associated Builders & 
Contractors of Maryland and is treasurer of Building Congress & Exchange 
of Baltimore 


P! RFECT HOME Magazine is constantly in demand in our com 
munity,” says Charles A. Knott, President of Henry A. Knott, Inc., 
contractors and builders of Baltimore, Maryland. 

“We receive letters from various sources asking us to place them on 
our mailing list. Other comments, from such people as interior deco 
rators, have been that they read Perrecr Home from cover to cover 
every month. 

“We were reluctant to assume sponsorship of Perrecr Home due 
to the diversity of our work, since our building was not confined to 
homes. However, keen” interest in Perrecr Home Magazine is evi 
denced by our growing waiting list of those who would like to receive 
it regularly.” 

Enthusiasm such as this from Mr. Knott is a constant challenge to 
the editorial staff of Pexrect Home to make it and keep it the excel 
lent goodwill builder which it is. 

Perrect Home is like a personal call, going into the homes of key 
people in a community as the sponsor's own publication, Thus, Perrect 
Home cultivates third party influence and becomes a community force 
for home ownership. 

Skillfully written and beautifully illustrated, Perrecr Home Maga 
zine gains maximum reader interest among these people Sparkling 
photographs and editorial copy show the latest in home design, con 
struction, decoration, and equipment. Every issue connotes quality, 
high ethics, fair dealing, and promotes the “home idea” for the group 
holding the exclusive franchise in a community. 

Cost of the Pexrrect Home program is nominal, Art, editorial, and 
other preparation costs are spread among sponsors throughout Amer 
ica. Local reproduction and mailing costs are, in turn, shared locally 
among selected, leading firms. These co-sponsors thus combine collec 
tively to encourage home ownership 

A limited number of exclusive, annual, renewable franchises are 
available to established organizations with unusually high qualifica 
tions. If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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The Greenbriar “Custom-Line.” Luxurious 3-bedroom, 2-bath National home. 


PROFIT in a “PACKAGE” for 
NATIONAL HOMES BUILDER-DEALERS 


Alluring value! Exciting design! National chised dealers receive with the house: Interim 
Homes’ all-new line for 1955 presents Builder and final financing through National Homes 
Dealers with a quality house for each segment Acceptance Corporation .. . assistance in land 
of their market, at prices from $6,000 to $40,000. acquisition, and land planning by experts . 
PRE-SOLD HOMES . . . KEY TO LARGER PROFIT! designs by a world-famous architect . color 
Millions of our full-color, power-packed mes- styling by a noted authority . .. complete house 
sages appear in principal magazines including from a single source — no warehousing, no in 
LIFE, They bring thousands of prospective ventory, less invested capital required 
home buyers to National Homes Builder-Dealers National Homes’ pre-sold house “package” is 
Then National's lowest possible price-per-house the profit maker you need for larger earnings 
now and for years to come. Write, today, for 
ers treble their income by becoming National franchise details! 
Homes Builder-Dealers. 


National Homes offers Builder-Dealers much NATIONAL HOMES CORPORATION 
more =" just a “packaged” house. Our fran- Lafayette, Ind. © Horseheads, N.Y. 


closes most sales. Thus alert conventional build 


ONE OUT OF EVERY 48 HOMES BEING BUILT 
IN AMERICA TODAY IS PRODUCED BY... 


HOMES 
Visit Our Display in Booths 174-115, NAHB Exposition, Conrad Hilton Hotel, Chicago, January 16-20 
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| pei tis for minority groups has received much lip service the 

past few months from all segments of the housing industry, Now 
is the time to turn that lip service into action. Realtors and builders 
can be proud of their impressive house building record, set since the 
end of World War II. But one blemish stands out: We have sadly 
neglected housing for America’s non-white population 

This is more than a matter of flag-waving or charity, In many 
areas the market for decent housing among minority groups is good 
You can build homes for minority groups at a profit. Indeed, it could 
be one of your most profitable ventures, And if private enterprise 
does not supply this housing, the public housers will 

You must consider many factors before launching such a project 
First of all, there must be a need for this housing in your community 
It will take a great deal of research on your part to determine the ex 
tent of this need. This is market analysis — the same type you would 
go through in launching any project. Your local city agencies will 
have information on incomes and needs of minority groups. Local 
industries know how many non-whites they employ and the size 
of their incomes. Your local public housing administration office on 
FHA field office will have helpful figures 

After determining the size of the market and the price range of 
homes you believe would best serve it, you can build a pilot house in 
a typical neighborhood of non-white population. The response to this 
house will act as a check on what you've already learned about the 
market 

One of your problems will be financing. However, it’s not as 
acute as it was a few months ago. Thanks to the cooperation of FHA 
and to industry leaders who have successfully launched minority 
yrojects, the men who control the purse strings on mortgage funds 
ave eased their hold somewhat. But it will take more effort to find 
buyers for the mortgages than for conventional projects. With perse 
verance and by exercising selectivity in your portfolio you can get 
the job done 

Realtors and builders who've had success in housing minorities 
point out several factors which can help your project succeed. Mi 
nority groups tend to stick together. Therefore, success is more likely 
if your project isn’t in a new area, Non-whites want exactly the same 
amenities in their homes as do whites for homes in the same price 
range. You should subdivide your land in the same manner as you 
would for a white population. Appeals are the same as for white 
families. Non-whites want public transportation, access to school 
and shopping facilities. 

In deciding to provide housing for minority groups you need not 
have the attitude of the crusader. You must, of course, have a genuine 
interest in the welfare of your non-white population. You can go into 
this venture for profit. Much satisfaction will be derived from im 
proving the living conditions of the non-white population in your 
community. 

And there are other strong advantages Competition in this field 
does not have the experience, financing, or skill shown in conven 
tional markets. Since the market is untapped your first projects can 
skim the best-qualified buyers off the top. And generally these are the 
people who take pride in their homes and will insure your project's 
success 

In the next session of Congress, the perpetual debate on public 
housing will come up again. The Journa A hate with vast segments 
of the real estate and building industry, is unalterably opposed to 
socialized housing. But at the same time it recognizes that the public 
housers will get their way unless private enterprise on its own 
initiative meets this shameful shortage of decent housing for our 
increasing non-white population and meets it fast. Every member 
of the housing industry should accept this as his personal responsi 
bility 
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Builders Need 


RECENT nationwide survey 

shows that more and more 
home builders are seeking the 
services of real estate organiza 
tions in the highly competitive 
new home market Pome. “us to 
this survey, more than 68% of 
JOURNAL readers are now selling 
homes for client-builders 

This trend to Realtor-builder 
teamwork is the result of a chang 
ing market. As the market exerts 
more competitive pressure on 
builders, they are finding it more 
difficult to compete with the sales 
specialist in the next tract. So they 
employ a real estate organization 
Some builders begin by paying a 
214% commission and nee 
their own advertising costs. But 
most builders pay the full 5% 
commission, ieientie at first, 
then find they’re getting much 
more than the stereotyped herd of 
fast-talking salesmen they expect 
ed. Builders find themselves seek 
ing and getting expert advice on 
features, products and style sug 
gestions th at add sales appeal to 
their homes. 

Eventually they consult thei 
sales expert regularly, especially 
when their project is in the plan 
ning stages. Asked, “If you sell for 
client-builders, do you help with 
planning the homes?” 75% of the 
real estate executive respondents 
say, “Yes,” and another 10% say, 
“Occasionally.” And the practice 
is definitely on the increase. Rob 
ert Gerholz, Michigan home build 
er says to look at the ads in the 
real estate section of any leading 
newspaper. This will give you an 
idea of the number of new homes 
being sold by real estate sales or 
ganizations. 

Reflecting leading home build 
ers’ point of view, R. G. Hughes, 
president of NAHB, recently said 
that home builders should plan 
their homes in conjunction with a 
real estate executive more than 
ever before because of the com- 
petitive market 

In the JouRNAL survey, readers 
were also asked, “Are you asked 
what products or equipment will 
make these homes more saleable?” 
Many real estate executives re 
plied with a long list of equipment 
which they have been asked to 
specify — everything from kitchen 
and bathroom equipment to ex 





ealtors in Competitive ’55 


terior siding, doors and windows. 
One respondent, I. H. Hammer 
man of Baltimore, who sold 2,000 
homes for client-builders this year 
says, “We are always asked about 
products or equipment that will 
make homes more saleable. Some 
times builders debate Should 
they have a dishwasher? Is ceramic 
tile really necessary? Is hot water 
heat preferred over hot air heat?” 
Another survey respondent, H. 
T. Perkins of Rochester, New 
York, says, “This is a must with 
us. We feature special kitchens, 
kitchen equipment, heating plants, 
baths with special features, etc.” 
This kind of teamwork is pay 
ing off for both real estate organi 
zations and builders. Each is mak 
ing the other’s job easier and both 
are offering the home-buying pub 
lic more nearly what it wants. Bob 
Gerholz says he wouldn’t think of 
planning his new model without 
sitting + Hen with his real estate 
men to get their advice on what 
features, products and equipment 
should go into his new houses. 
Gerholz realizes that no one is 


Builders, expecting keen competition this year, are seeking Realtors’ 


help in merchandising their new homes. And it goes further than 


sales — builders are calling Realtors in on the planning stages, 


asking what products, equipment and features will help sell theit 


houses. This JOURNAL survey points up the trend. 


in a better position than the real 
estate executive to know what 
home seekers are looking: for, 
which way their community is 
growing, how to acquire land with 
out forcing a price rise, how to fi 
nance, how to qualify prospects 
and, most essential, how to mer 
chandise homes 

If you are not yet selling homes 
for client-builders, this may pave 
the way for added commissions 
You can promote these special 
services which you alone are in a 
position to offer. Unless a builder 
is also a Realtor, chances are his 
company is not equipped to com 
pete with sales professionals 


This Realtor-builder combina 
tion is mutually beneficial. Build 
ers can help your real estate or 
ganization, not only by giving you 
a bulk of good listings and an op 
portunity to help in planning new 
models, but also a chance to see 
that quality homes are built in 
your community right down to 
every product that’s included 

The homes built today are your 
listings for tomorrow. Your com 
pany will probably sell and resell 
these homes many times. If they 
are built and equipped with 
known-brand, high euiits prod 
ucts, your future job will be that 
much easier 





swers: 


ing, paint colors.” 





In a recent JOURNAL survey, readers were 
asked how many homes they sold for client- 
builders in 1954 and, ‘if you sold homes for 
client-builders, were you asked what prod- 
ucts or equipment would make these homes 
more saleable?” Here are some typical an- 


“Yes — windows, jalousies, type of plumb- 


Cusp Realty Company 
St. Petersburg, Florida 
(40 homes in 1954) 


“Yes — Now the demand here is for two 
baths in almost all three-bedroom homes, 
central heating and air conditioning . . .”’ 

El Dorado Real Estate Co. 
El Dorado, Arkansas 
(39 homes in 1954) 

“Yes — kitchens, metal vs oak, dishwasher 
and disposal or not, many extras.” 

R. R. Conklin 
Minneapolis, Minnesota 
(150 homes in 1954) 


“Sometimes we do everything from pick- 


etc.”’ 


ing out the land and designing the house, to 
arranging the financing as well as the sales.”’ 


“Yes — Kind of furnace, plaster vs drywall, 
fixtures, colored or plain bath fixtures, kind 
of siding, etc.” 


“Yes. Heating and air conditioning, appli- 
ances, roofing, new ideas and innovations, 
weather stripping and screens, floor plans, 
patios, pools and equipment, landscaping, 


“Yes — bookcases, tile, beamed ceiling, 
window styles, floor plans.” 


I. H. Hammerman 
Baltimore, Maryland 
(2,000 homes in 1954) 


R. L. Vickers 
Kansas City, Kansas 
(25 homes in 1954) 


L. B. Williams 
Los Angeles, California 
(67 homes in 1954) 


W. J. Talbot 
Tucson, Arizona 
(100 homes in 1954) 
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Survey shows buyers of higher 
priced homes are younger, have 
owned their homes previously, 
demand convenience and good 
location. Here's a guide for judg- 
ing buyer needs in this price 


bracket. 


W HAT kind of people buy 
homes priced above $35,000? 
What features do they look for 
and how do they go about their 
house hunting? Previews, Inc., a 
national organization, has made 
a study of these problems 

John C. Tysen, Previews’ presi 
dent, says the survey has un 
covered facts which may be help 
ful both to real estate executives 
and owners who have higher 
priced homes to sell 

“For example,’’ says Tysen, 
‘the most logical prospect for a 
home in the upper price bracket 
is a man who already owns a 
The survey showed that 
86% of the people who bought 
Previews-marketed homes in the 
vast two years already owned a 
iome, Only 14% were buying for 
the first time. In fact, the majority 
had owned at least two homes be 
fore buying a Previews offering.” 

“The survey also disclosed that 
higher priced homes are being 
sold to people who are trading 
up,” Tysen continues. “76%, of 
the people who answered our ques 
tionnaire reported that the home 
they had just acquired cost more 
than any house they had previous 
ly owned,” 

Buyers are younger than might 
be thought. Nearly 64% were un 
der 50 years of age, and 33% were 
under 40, 

The desire for better location 
was most frequently given as the 
reason for looking for a new home 
But in spite of this, buyers report 
ed that their final choice was dic 
tated by the character of the prop 
erty itself, rather than its actual 
location. In 50% of the survey 
replies the arrangement of the 
house was the feature that ap 
pealed most to buyers Replies 
from the other 50% varied wide 
ly, but convenience of house, 
grounds and location was the de 
termining factor in most cases 


house 


What Buyers Look For 
In High-Priced Homes 


The Previews survey indicates 
that the majority of buyers of bet 
ter homes turn to real estate brok 
ers for help in finding the house 
they want. Sixty-six percent of 
buyers surveyed consulted a real 
estate salesman or executive when 
they made up their minds to buy 
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Thirty-eight percent looked first at 
the classified columns of then 
newspapers and 36% started their 
house hunting by asking friends 
in the areas where they wanted to 
live. Many reported that they de 
pended on two or all three of thes« 
methods to help in their search 
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Sales Brisk in Over- 


$20,000 Bracket 


There's a national trend in the new home market to brisker sales in 


the $20,000-and-up bracket, but it doesn’t hold up in all sections of 


the country. In some areas more selective buyers want to design their 


own homes in this higher price range. 





How do $20,000-and-up sales com 
pare with a year ago? — Home 
Builders’ Association secretaries re 
port: 


Long Island 
QO. |. Hartwig 10° 
Washington, D. C. 
James W 
Minneapolis 
Lawrence Nelson 
St. Louis 
Laurence 
crease 
Madison Wisconsin 
ie & 
up 
Wichita 
R. G. Langenwalter 


to 15% up 
Pearson 10% up 
10% up 


Neville definite in 


C-,arretson 


about 1% 
down 
Chicago 
John R 
healthy 
Denver 
Fugene R 
up-trend 
Houston 
Pat Harness 
growing 
Sacramento 
Louis Landau 


Downs market still 


Miller a definite 


market brisk and 


a lagging trend 











f bey trend to increasing sales 
in higher-priced homes is pat 
ticularly prevalent on the Fast 
Coast. O. J. Hartwig, executive 
vice-president of the Long Island 
Home Builders Institute, Inc., says 
he would estimate an increase of 
10% to 15% in homes 
priced over $20,000. Hartwig gives 
an example of one builder who 
four weeks ago set up a 75-house 
development on half-acre plots for 
rambling, farm-house-type homes 
priced at $23,900. Two weeks after 
his official opening he had deposits 
for 275 homes. Now he’s in the 
process of accumulating additional 
land to satisfy at least part of this 
demand 

James W. Pearson, executive 
vice-president of the Home Build 
Metropolitan 


sales of 


ers Association of 
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Washington, D. (¢ “There 
has been quite a bit of activity in 
the $20,000 and up house market 
in the metropolitan area of Wash 
ington. I would say that sales of 
houses in this price range have 
increased about 40% over 1953 
and about 25°% over 1952. We 
have no way of telling how long 
this trend will last, but we do 
know that there are several build 
ers in who are 
planning to bring out houses in 
the $23,000 price field 
spring.” 

In the Midwest the trend is 
quite strong. Lawrence Nelson of 
the Minneapolis Home Builders 
Association reports that no a 
curate statistics are available, but 
he would say the trend toward 
higher priced homes is approxi 
mately 10% higher than last year 

Executive Secretary Laurence 
Neville of the Home Builders As 


sociation of Greater St 


says, 


our association 


next 


Louis says 
there is a definite increase in new 
home sales from $20,000 to $27 
500 to $40,000 homes. He say 
the general outlook is for more 
production and more sales in all 
classes by about 12% to 18% in 
the first six months of 1955 

From Madison, Wisconsin, I, 
K. Gerretson, executive vice pre 
ident of the Madison Builders As 
sociation says there is much more 
activity in homes over $20,000 this 
year. He thinks there are 
10% builders constructing 
homes in the higher brackets and 
believes sales are about 30% above 
two years ago 

Only dissonant from thi 
region Wichita Association of 
Home Builders Executive Officer 
RK. G. Langenwalter, has 
which shows a 


about 
more 


note 


a survey 
light decline in 
$20.000-and-up houses in the 
Wichita This price range 
was responsible for 13% of new 


area 
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home construction in the first six 
months of 1954 in the Wichita 
area, and is estimated to account 
for 12% in the last six month: 
Langenwalter adds, “One thing of 
interest is that for our National 
Home Week this year we built a 
research village—15 houses rang 
ing from $20,000 to $35,000. The 
rather conventional sold 
rapidly. We have some six of the 
highly contemporary ones in the 
$25.000 to $35.000 range that are 
n't yet sold. I think > that 
houses above $25.000 are no long 


houses 


rather 


er the good spec ulative house they 
Most of the that | 
this now 
are being designed by architect for 
client and built on contract 

“The Chicago market for home 
is definitely unique,” John 
R. Downs. executive presi 
dent of Chicago Metropolitan 
Home Builders Association 
explains that this 
due to the diversification of 


were houses 


know of in price range 


says 
vice 


Down 
uniqueness i 
Chi 
cago’s industry, so that there is a 
market for all prices of 
Sales in all bracket 

20% over last 


good 
homes 
up about 
Downs says, and 
brisk business in the $20,000-and 
up range 
was any trend here ay 
“but a healthy 

Further west, the 
sociation of Home 
ecutive vice president Kugene BR 
Miller says The activity in thi 
area seems to be pomting to high 
brackets in 
chiefly to the 
and four 
whereas two year or 
the market carried 


there is a 


I wouldn't say there 
Down 
firmness on sale 
Denver A 
Builder yr 


er price new home 


due demand for 


three bedroom hom 
rrore ‘pee 
orig bed 


the very lov 


four 
tructures in 
price bracket.” 

In the Southwest the trend ap 
pear to Houston 
Home Builders Association execu 
tive vice president, Pat Harne 
estimates a4 minimum 10° and 
probably a maximum 15% of 
Houston's 16.000 starts will be in 
the $20,000 and up range 
feels that Houston is a 
somewhat special situation 


room 


blossom again 


price 
Harnes 
how 
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¥ifth Avenue frontage of the new Brevoort will be landscaped 
with flower boxes, shrubs and other pwracm | The facade will 
he limestone, polished granite and buff-colored face brick. 


\' HEDULED for completion next Spring, the 19 
\J story new Brevoort at Washington Square in 
New York will have 301 apartment units, ranging 
from two-room to three-bedroom apartments 

Special tenant attractors include four high-speed, 
automatic elevators, a two-level basement garage 
for more than 100 cars and a master TV antenna 
ystem. Every apartment will have air-conditioning 
outlets in living room and bedrooms and nearly 
every unit will have its own automatic dishwashing 
machine. Most apartments will have full-size kitch 
ens and dining spaces, 

Service facilities will include a telephone mes 





‘lwo New 


Both the new Brevoort in New York and 1000 
Lake Shore Drive in Chicago are designed to at- 
tract the high-income tenant. They offer features 
and services sure to make the apartment-seeker’s 
eyes light up. Everything’s aimed at providing 


comfort and living ease for the renter. 


sage center, package room, special maid and valet 
service on request, basement storage and automatic 
laundry facilities 

The H-shaped design with its many facade in 
dentations and setbacks will give maximum through 
ventilation. All apartments from the second through 
the 14th floors along the Fifth Avenue frontage 
will have open, corner balconies with views of Wash 
ington Square Park and midtown skyline to the 
north. Floors of the balconies and terraces will be 
tiled. Balcony railings will be wrought iron set with 
clear glass 

At the entrance will be a semi-circular driveway 
under a cantilevered marquee. The rear area will 
have a formally landscape? garden accessible through 
the lobby. 

The new 


Boak & Raad 


Brevoort was designed by architects 


Should You Accept Open Listings? 


JOURNAL readers who use open listings say they 


are a necessity. Those who disapprove say they 


can give real service only on exclusive listings. 


N a recent JounNAL survey, realtors are about 

evenly divided on this question. Necessity is one 
reason for accepting them says H. L. Hodell, Jr., 
of Houston, Texas. He says his company is forced 
to accept open listings by competition from the new 
housing field and the more exclusive high priced 
areas 

Thomas J. Downen of Pueblo, Colorado accepts 
open listings, but for a different reason. He accepts 
them mostly to get rid of unreasonable 
Says Downen, “In a few cases we make 
later get an exclusive.” 


owners 
a sale, or 


Realtors who don’t accept open listings feel that 
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they can give better service on an exclusive basis 
They feel they must have the confidence of the own 
ers in their ability to sell homes. Says Mr. I. H 
Lamb of Pittsfield, Massachusetts, ‘Results are what 
counts. We feel we must spend our time getting 
results for the owners who have faith in our ability 
and integrity.” 

Another interesting comparison brought out by 
a nation wide JourNaAL survey is the percentage of 
listings which Realtors find they are able to sell 
According to our survey, this percentage ranges from 
about 33% to 85%. The average percentage of list 
ings which Realtors sell is about 56%. An interest 
ing fact in this particular question is that the high 
er percentages were reported by Realtors who say 
they accept only exclusive listings 

How are Realtors meeting the “Price is too high” 
objection? Downen says he sits down with the buyer 
and they figure the cost of building on a square 
footage basis, subtract depreciation, and usually ar 
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1§ With Tenant-Appeal 








N THE heart of Chicago’s “Gold Coast’, at 1000 

Lake Shore Drive, an elegant new 23-story apart 
ment building is attracting tenants with a variety 
of work-saving products and convenient services 

The building itself is located conveniently within 
easy walking distance of the downtown loop, and 
planned for maximum quiet and privacy. 7 
ments have views of the city, the drive or the lake 

Among the features which are pulling in the ten 
ants are panoramic picture windows, 50 decorative 
concrete Soteomtee with wrought iron and porcelain 
enameled rails and clerestory windows for cool west 
and east exposures. 

All the apartments have kitchens equipped with 
Roper Gas eae and Crosley Shelvador Refriger 
ators with automatic defrosters. Kitchen cabinets are 
wood; floors are vinyl plastic for easy upkeep A 
complete ventilation system keeps out cooking odors 
and by special arrangement, tenants can purchase 
Hotpoint’s dishwasher and disposall. 

Every bedroom in the apartment building has its 
own bathroom. Bathroom walls are ceramic tile 
Instantaneous electric heaters, large medicine cabi 
nets and mirrors throughout add a final touch of 
luxury appeal. 

Instead of one long corridor, there are two foyers, 
each serving only 4 to 5 apartments and each set 
viced by its own bank of Westinghouse high-speed 
elevators 

Every room has a telephone jack with direct two 
way communication from each apartment to the 
garage, doorman and service portions of the build 


rive at about the figure which the house in question 
is selling for. If the buyer still doesn’t agree, Downen 
offers to show him a cheaper home. Another ap 
proach Downen uses is to tell the prospect that he 
is buying a home, not making a business deal. Dow 
nen asks him why he bought a Buick instead of a 
Ford. 

Robert A. Ward of Peru, Illinois says the two 
ways his company meets the “Price is too high’ 
objection is not to accept listings that are out of line 
in the first place, and to cite current sales of prop 
erties in a neighborhood equal to the one where you 
are showing the home 

As a final measure, some Realtors say they will 
ask prospects for a reasonable offer which they will 
then take to the owner. However, most of those ques 
tioned feel this is not a good practice. It is best, they 
feel, to accept only listings which are priced right 
in the first place. This leads to another big question 
for Realtors “How do you evaluate a property 
when you are listing it?” 

C. H. Eccleston of Albany, California always sale: 
prices every house his company lists. Says Eccleston, 
“We take four, six or eight of our sales force to the 
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In 1000 Lake Shore Drive, huge picture windows frame a view 
of Lake Michigan. Yet, nearness to downtown Chicago is a big 
renting feature. Notice the fifty decorative concrete balconies 


ing. The garage is easily reached from the main lob 
by. It has space for 135 cars plus washing and ser 
ice area 

Radiant heating is used throughout the building 
Individual thermostat controls operate in each apart 
ment unit 

Apartment color schemes are planned to suit the 


tenant he chooses the colors he wants, then all 
painting is hand roller stippled by expert wainters 
Other tenant-attracting feature snnlewentionn 


floor to ceiling sliding-door closets, television and 
radio jacks in every room of the apartment, electric 
provisions for air conditioning, certified wiritig laun 
dry facilities and individual storage room 


house. Each salesman is given a slip on which they 
write the price they feel the house will sell. An 
average is then taken and seldom are we off more 
than 2%. Then the salesman who contacted the 
owner works with him to get the offering price a 
close to our average as possible. We seldom take a 
listing more than $500 above our average 

Hodell figures the replacement cost today less de 
preciation with the pluses and minuses for appear 
ance, condition, area, then compares this with re 
cent sales and other listings. This comparative sale 
method is used by nearly all of the Realtors que 
tioned. They all agree that this is an important 
tep, for if the house is valued properly, the rest of the 
sales job is that much easie1 

Do Realtors believe in paying salesmen for get 
ting listings? If so, how much? Most Realtors seem t 
agree they should be paid for bringing in listing 
and the amount averages about 10°% of the com 
mission when the property is sold 

Robert Beadle of Portland, Oregon doesn’t use a 
percentage system or payment when the property i 
sold He simply gives a salesman $5 a listing. He be 
lieves this gives them a greater interest 








Planning a 
Two-Story Office 


General manager’s office is the “show-place” of the building. 
Paneled and furnished luxuriously, it is also used for inter 


company meetings and private conferences with important cus 
tomers. Private wash room with a shower adjoins this office 


If you're getting too big for your present office and have expansion 
plans, here’s a well-planned two-story layout. The various depart- 
ments of this large real estate operation are arranged for maximum 
efficiency. After a year with this set-up they report their planning 
pains are well rewarded — added efficiency has saved them more 
than their total yearly space expenses. 
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Floor plans show arrangement of office space for maximum efficiency and privacy 
where necessary. Interior partitions are of Sheetrock. Some partitions are 60 inches 
high, others go to the ceiling. Lower partitions have 12 inches of glass at the top. 
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peg: with the problem of too 
little floor space for an increas 
ing volume of business, Real Es 
tate Management, Inc. of Chat 
tanooga, Tennessee, and its affili 
ated companies, rented a large 
two-story building with the land 
lord’s promise to remodel. The in 
terior design was planned by the 
company for attractiveness as well 
as spaciousness and efficiency 
Here are some of the interesting 
features: 

The entrance lobby has an in 
formation desk, cashiers’ counter 
and general waiting room facili 
ties leather upholstered couches 
and comfortable chairs. The 
switchboard operator announces 
visitors and 5 ts them to the 
people they wish to see! 

Errors in collection are reduced 
by having the cashiers’ counter 
directly connected to the account 
ing department. When any doubt 
arises it’s a simple matter for a 
cashier to check the records. 

Between the accounting depart 
ment and the executive office of 
the general manager is the comp 
troller’s office. This puts the rec 
ords and the man responsible for 
them at the general manager's 
fingertips. This can often save 
valuable time. 

The appraiser is located back of 
the manager’s office and across the 
hall from the manager of the 
mortgage loan department from 
which come many requests for ap 
praisals. 

First Trust Company, maker of 
loans, has the north half of the 
downstairs area. The mortgage 
loan department uses about two 
thirds of this space. The manager 
has a private office and there are 
two small rooms for the use of con 
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readily available to cashiers in case they need to check records. 
Also, books and ledgers used in accounting are closer to vault. 


tractors, prospective mortgagors 
and others. One of these rooms 
opens on the hall and can be used 
by dealers and applicants of the 
Title I department across the hall 

On the second floor are the real 
estate sales, management and in 
surance departments. They were 
placed on the second floor because 
a good part of their business and 
contacts are formed on the outside 
With the sales department and 


Connecting cashiers’ counter directly with accounting depart- 
ment increases efficiency. Accounting department machines are 





management sections next door. 
they constantly feed each other 
business and leads 

Because they have very few 


walk-in customers, Scott N. Brown 
Company, the insurance firm, has 
the rear office space on the second 
floor. The balance of the second 
floor is occupied by a room con 
taining an addressing machine, 
mailing machine, supplies, ina¢ 
tive files, lounges ial a large as 


Information desk in spacious lobby is effectively manned by 





switchboard girl. Each employee has a desk telephone and can 
contact any other desk in the building going through the switch 


board. This gives the operator time to serve as receptionist 





sembly room 

This assembly 
necting kitchenette with a range 
refrigerator and coffee urn. Col 
fee breaks can be taken right in 
the building, cutting down on peo 
ple leaving the offices 

For eye-ease and attractiveness 


room ha a con 


a soft green color was chosen for 


walls with trim in a darker grey 
green Flooring is asbestos tile 
easy to maintain and attractive 





Kids 


Can Cut Your Maintenance Costs 


This California apartment manager cuts maintenance costs by ap- ~~ 


pealing to the youngsters to cooperate. They responded so well he 


topped off the campaign by a big free party for the children. 


| EING nice to children pays 
off. At least James T. Leigh, 
manager of the Hillsdale Gardens 
community apartments in San 
Mateo, California thinks so 

In the past year, Leigh esti 
mates, alin have saved him 
$10,000 in maintenance costs over 
the previous year. 

As an experiment, Leigh start- 
ed an educational campaign with 
the children. Broken windows, 
torn shrubbery and scarred paint 
bills were running high. 

Leigh conducted a planned edu 
cational program on oe much it 
costs to repair damage. The pro 
gram was handled through the 
recreation director of Hillsdale 
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Gardens. Articles were placed in 
the house magazine. The program 
also worked through the clubs the 
children had formed 

The program began to 
show results, and as maintenance 
costs continued to drop through 
out the year Leigh planned a par 
ty. It “thank you” party 
for the more than 550 youngsters. 
and was for the “Best Behaved 
Children of the Year.” 

The party was a full-sized car 
nival, complete with clowns, mer 
ry-go-round, and a baby beauty 
Everything was free for 
the kids. The parents formed com 
mittees and helped the recreation 
director with the party 


soon 


was a 


contest 
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“Appreciation party” for the kids showed 


apartment manager Leigh knew how to 
reward them for their cooperation, Party 
was a regular carnival, with all the trim 
mings. Parents pitched in to help plan 
and organize the party. Leigh is shown 


being congratulated by the mayor 








benefit of the entire industry. 





New Sales Training Series — Turnover of salesmen is be- 
coming an acute problem in many real estate offices, And in 
most cases it can be reduced by better training. To help your 
sales manager deal with this problem, the JOURNAL is bringing 
you a brand new series on sales training. In the coming 12 
issues, watch for valuable advice from such men as Fred Tucker, 
Russ Pointer, Frank MacBride, Earl Teckemeyer, Darrel Holt, 


Later, the series will he reprinted in handbook form for the 








What Makes a Good 


Real Estate Salesman? 


By FRANK A. DeBOOS 


When you're hiring new salesmen, what special traits should you 


look for? Can you tell if a man will make a good salesman after 


one interview? How much does a good realty salesman need to 


know about construction? An experienced salesmanager answers. 


YEVERAL years ago I was asked 
kK) to give a talk on the qualities 
that make a good real estate sales 
man. Although I had charge of 

ix different sales organizations, 
three in the mechanical sales field 
and three in estate, I con 
tacted ten other men who had suc 
cessfully handled real estate sales 
organizations of some size and got 
then well. This article 
is the combined opinion of these 
men and myself on the qualities 
you should look for in a new sales 
man 


Views as 


should be neat in 
appearance and dress, pleasant in 
personality and able to express 
himself intelligently and with con 
viction, He should be fundamen 
tally honest, upright, of good habits 
and have the desire and ability to 


1 
\ salesman 


8 


meet people easily He should be 
loyal to the firm he works for and 
he able to « ooperate willingly with 
A complainer or 
disloyal salesman can create plen 
ty of trouble 

A good real estate salesman 
should inform himself thoroughly 
on the various phases of real estate 
and believe wholeheartedly in it. 
Ihis tends to make him enthusias 
And 
one of the finest 
qualities a salesman can possess. 
Ot course, a should be 
an optimist, pessimust 
Pessimism has no place in the sales 
field 

All these qualities are highly 
desirable and several of them can 
be ascertaimed in 


his associates 


tic about the business he’s in 
enthusiasm is 


salesman 
never a 


interview 


But 


one 
with a prospective salesman 
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there are several other important 
traits not so easily determined 
and, to a certain extent, these are 
the most desirable. For example, 
should have a very 
strong desire, even a driving neces 
sity. to succeed Coupled with this 
desire should be a willingness to 
spend the time and effort to suc 
ceed As one man expressed it 
“T want a man who will work!” 
This means a man who will keep 
constantly on the go, getting list 
ings, interviewing prospects and 
studying all the details of his busi 


ness. 


a salesman 


Persistency is another important 
quality not immediately apparent 
in the salesman. One 
expressed it this way 
Persistency 


new sales 
manager 
to the point of im 
pertinence.’ 

Initiative is also one of the most 
de irable qualities New 
new approaches, new ways to sub 
mit offerings, new 
ads, all require initiative. Proper 
initiative is founded on a 
knowledge of real estate and an 


ideas 
ways to write 
good 


understanding of the buying and 
elling motives of people 

\ real desire to serve is a tre 
mendous advantage to the 
alesman. It is fundamental 
well as most any 
Prospect 


real 
estate 
in real estate a 
other service business 
can feel this desire to serve them 
and faithfully and when 


their confidence blos 


honestly 
they do, 
oms 
The field re 
quires a lot of knowledge. That’s 
why salesmanagers want work 


ers. The “door-knocker”’ approat h 


real estate sales 


to getting listings and prospects 
takes study and considerable 
knowledge of many things about 
real estate salesman 
must have a knowledge of recent 


The good 


sales and offerings of comparable 
properties. He must be familiar 
with architecture so he will know 
the difference between a “Dutch 
Colonial” and a “Georgian” style 
house, what a good floor plan or 
layout is and how a poor one can 
be improved 

He should be acquainted with 
construction costs in the different 
types of houses and, of 
should know enough about con 
struction to recognize a well-built 
house or a poorly built one. This 
apples to other types of improved 
properties as well as houses. He 
should know about various type 
of heating plants, their costs, ad 
vantages and disadvantages. And 
the same goes for plumbing equip 
ment 


course. 
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A good salesman must know can if he is willing to study aged a great number of house 
about painting and reconditioning In the late thirties the Home a big insurance company, it 
costs and the approximate cost of Owners Loan Corporation re- part of my job to appraise a hi 
installing modern bath rooms and quired their appraisers to itemize whenever the insurance compa 
kitchen equipment. He should all observable defects in the homes 
know the costs of roofing. siding. they appraised. They had to give A complete list of defects was 
insul-brick or other exterior in- a value to the property in the “as quired, as well as possible repai 
sulated protection. All these are is” condition, then an estimate of 
necessary at times for a sale what necessary repairs, improve rating, or other items that wou! 

Most such information can be ments, reconditioning would cost, make the property more saleabli 
obtained from contractors and ma- and, finally, an estimate of the re Che estimated cost of all the ab 
terial men who have basic prices ale value after such improve- had to be given and also what i 
based on a hundred foot square ments. In the Detroit 
or a similar method. Many times, HOLC issued 
when a salesman is selling a home, covering 
he is really selling the component 


got possession through foreclo 


econditioning repainting, re de 


area the crease in rental or sales pric 
a small handbook could be expected if the suggested 
approximate costs of work were done, How many sak 
items used for house repair 

parts. Can a salesman become well From 1936 to 1942, as salesman 
informed about all these items? He wer for 


men today are well enough wu 
formed to do this? Vet the 
a company which man alesman should be 





Pp wnnit, NT POST CARD mailings at certain 
O - or A strategic times are paying off for Filipp Realt 
Company of Cincinnati. Post cards ask Is you 
property for sale?” After the listing is taken, card 
say, “Yes! Your property is being advertised ind a 
copy of the classified ad is pasted on the card 
New babies are welcomed, neighbors are enlisted 
to help fill a vacancy in their neighborhood, House 
ost ar ~ hunters who have called at the office and found 
nothing last week may be interested in thi eek 
listings they receive a card describing new listing 
and reminding them of the firm’s home buildin 








8 Gour Property gor Sale? | | YES! Your Property Is Being Advertised 


appraisal consultants and we will be glad to advise you on the 
RIGHT price to sell your real estate. That's the reason why 
all our listings sell quickly 


No obligations -- Call us for a Quick, Cash Sale 


Do you understand how the new Federal Tax Law now 


Here Is A Copy of Some Current Advertising 








helps you when you buy and sel! a home? 


You can rest assured that consis vertising and recommendat 
Cy UIP IRIEAL EY CoO). ee eee 
wm. 








Real Estate is being made at all times to consumate a quick tisle 
5. Free REALTOR 


845 Suire Avenue GR. 3241 Cincinnati 5, Ohio & Fi LI PP R EALTY co 
REALTORS -- GR 3241 





HIS CARO FOR REALTOR seavice 








Dear House Hunter: 


Your recent call was appreciated. We have a new listing as follows 


Who Will Be Your New Neighbor ? 


We are handling the Sale of the property located at 


HAVE YOU A FRIEND, RELATION OR BUSINESS ASSOCIATE 

YOU WOULD LIKE TO HAVE LIVE IN YOUR NEIGHBORHOOD? 

We shall be glad to give him full information about this home. Or, if 

you are thinking of selling -- we can show your home at the same time REMEMBER. We Build Too! Just think, a lovely 5 Room Brick Home on your Lot for aly $9.9 
CALL NOW .. FOR "NO OBLIGATION” APPRAISAL! 


FILIPP REALTY CO. FILIPP REALTY CO. 


we.c. FiLirr REALTOR 
>. riiee REALTOR 


B45 Suire Avenue GR. 3241 Cincinnati 5, Ohio 845 SUIRE AVENUE GR. 3241 CINCINNATI 5, OHIO 


which we believe will interest you greatly. Phone us for mor 
information. We will then gladly show it to you 





7 ” v 
if YOU OON'T WISH TO BELL NOW PLEARE SAVE THit CARD PLenes aeEr THO « 
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Homes Our 


Readers Are 


Building 


e IN WASHINGTON 


Tacoma home builder meets the ‘built-in’ craze. 


N SKYLINE TERRACE, a large development with $9,990 to $50,000. Each of the larger units has seven 
sites for more than 1,200 homes, Edward P. Miller built-in radios and six built-in television outlets, in 
is building one-story, low-roofed, rambler-type homes cluding a kitchen TV set. Kitchens also have built 
that feature a myriad of luxury built-ins in electric ranges and griddles, two built-in automatic 
Homes in Skyline Terrace range in price from electric eye-level ovens, stainless steel sink and 
counters, automatic dishwashers and garbage dis 

posals. 

Near the back door is a built-in storage cabinet 
for coats, an adjustable retracting light in a nook, 
built-in napkin and tissue dispensers and a complete 
inter-communication system for inter-room conver 
sation. 

Living and dining area has indirect lighting and 
baseboard plug strip outlets. Three of the bathrooms 
are tiled and there is an extra wash basin, plus heat 
ed bathtub and built-in bathroom heaters. Bathrooms 
and kitchens are equipped with ventilator fans and 
every bathroom has a built-in magazine rack, bath 
room scales, drying rack for hose and built-in spray 
rinse for shampooing hair 

Miller uses Thermopane windows with aluminum 
window frames. The main floor has mahogany cabi 
nets and trim throughout with mahogany beams 
and open-type mahogany ceiling in the living-din 
ing area. The den is paneled in mahogany. 

The lower floor has knotty pine paneling in the 
recreation, laundry, sewing and tool rooms and in a 
boy’s combined sleeping and play area. There is also 
a covered outdoor play area off the boy’s room. Built 
in utilities are on this lower floor and a master con 
trol panel for low voltage wiring 

Storage cabinets are built-in in the garage which ad 
joins the kitchen and the garage itself has a built-in 
workshop. By the kitchen door are built-in delivery 
boxes for milk, groceries and other packages 

Kitchens also have a barbecue with an electric spit, 
a kitchen planning desk, adjustable swing shelves for 
electric mixer and typewriter, fruit and vegetable 
bins, enameled metal food drawers and a wash basin 
near the back door and play area for children. 
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e IN TEXAS 


Homes for young families feature nearness 
to schools, shopping center, 


medical clinics, transportation. 


DGEWOOD addition in Houston was planned and 

4 promoted for young couples who need certain 
conveniences for their growing families. For ex 
ample, all homes are within 5 blocks of bus service 
The elementary school has a large play park. A new 
junior high school is under construction nearby and 
a new high school is now in the planning stages. 
Such conveniences are strong selling points. 

Other special sales features are based on buyer 
preferences. Floorplan variations offer buyers two 
and three bedroom homes with one, one-and-a-half, 
or two full baths and one- or two-car garages. 

Buyers make their own selection of colors for in 
terior finish and tile and also choose between numer 
ous front elevations. There are about 40 different 
front elevations all of which are pictured in full 
color photos on the walls of the ee office. This is 
a oll selling aid and makes it possible for the de 
A» yer to vary the houses in any block to avoid the 
all alike look that often plagues large projects. 

Lots vary in size from 60 to 70 feet wide and from 
110 to 120 feet deep. Floor plans vary from 950 to 
1,300 square feet. House exteriors are cedar shakes 
in various colors with stone or brick and ornamental 
iron trim. Roofs are of wood shingles, chipped mar 
ble, rock, crushed brick or composition shingles. All 
the houses have reinforced concrete slab foundations 
and are landscaped with grass, shrubs and trees. 

Hardwood floors are provided throughout. Central 
forced air furnaces by Rheem and Atlas are installed 
also attic fans by Tex-Fan. Aluminum venetian 
blinds are by ALCAN. Both bathroom walls and 





| 





wi | KITCHEN 


BATH 
di 74 x9°9 
2'43°X 24 
. i- ‘ — 4 
/0 74 A2Z4 [ 


GARAGE BEDROOM 








DINING ROOM 
9'/4'x 9% ax 13's 
r 
4 


BEDROOM 











Je) 





floors and kitchen drainboards are ceramic tile 
Homes are insulated with fibre glass batting 

Prices range from $10,800 to $15,000 and the 
homes are approved for VA or FHA loans 





Keep Outdoor Signs 


Neat 


BY BENCH TYPE of outdoor advertising isn’t a 
new idea. But it has to be well done to be effec 
tive. Gail Wanless, Springfield, Illinois realtor-build 
er, makes certain his outdoor signs are always neat 
and freshly — 


A local advertising firm has set up many of these 
benches throughout Springfield, with numerous spon 
sors. Two men are employed full-time to maintain 
the benches — regularly painting and repairing them 
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rE * OPERATIONS OF 


For Moarh of 


A Complete System of 


Management Forms 


| ERE’S A COMPLETE system of printed forms for managing 
income property. These forms are efficient, economical and 
satisfactory from the standpoint of both owners and managers. They 
provide your management organization and the owner with the fol 
lowing 

1) Tenant's status at all times, 


2) Tenant’s account running back for a period of two or three 
months (and occasionally for a longer period when litigation 
occurs 

}) Funds due to or from owner at all times 

+) Prompt rendering of tenant’s bills 

e) >) Prompt rendering of owner's monthly statement 


6) Elimination of peak load overtime by the manager and spread 
ing the work load over as much of the month as possible 

These forms are intended primarily for hand duplicator, addressor 
and typewriter use, but you can modify them easily for mechanical 
application to any type accounting machine in use today. They were 
developed by H. Robert Mandel, President of Abbott & Adams, Inc 
New York City, with the assistance of Bernard Gladstone, C.P.A 
The forms are being used by Abbott & Adams 





1) PROPERTY CONTROL This form is used to record all new leases and sub 
sequent rental changes, renewals, transfers or removals. Three copies are made, The 
original is put in the tenant's folder. One copy is sent to the accounting, manage 
———— ment and insurance departments. The other copy is sent to the building superin 
tendent. An addressograph plate is made by the Accounting department for mail 
ing the tenant’s monthly rent bills, The stencil clerk also prepares or changes the 
master stencil for the property involved. This will show up the tenant change the 
next time an owner's statement is run off from the master stencil 





2) THE TENANT'S REGISTER A permanent record of cach tenant is needed 
This form will show the date of lease, term, rental, other changes if any and rental 
changes from time to time. As a basic permanent record the Ist Monthly Rental Re 
port to the owner is used, with additions added as they occur. This eliminates dupli 
cation and unnecessary additional routine. 








MONTHLY RENTAL REPORT This same form is the Monthly Rental Re 
port, prepared each month from master mimeograph stencils. These are run off 
after the 25th of the month to permit maximum time for corrections, Sufficient 
copies are made for the owner, bookkeeping department and file copy 


3) TENANT'S RENT BILL — The problem here was to provide simple, inex 
pensive and speedy mechanical preparation of the bill and return stub, Much 
thought, trial and error resulted in the design of this bill. The printed matter and 
perforations were arranged to permit use of an inexpensive fibre stencil plate suit 
able for addressing and billing. The stencil is planned so that all this is done in 
one imprint. A specially designed window envelope shows the name and address 
only, concealing the rental and the entire stub portion of the bill. The stub has 
sufficient abbrevated data to identify the tenant and premises. It also gives the 
rental, Rent bills are prepared after the 25th of the month to permit tenant 
changes up to then. A hand operated addressing machine will turn out about 1,000 
bills in one hour. 
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4) AGENT'S COLLECTION SHEET All collections are entered on these sheets 
regardless of whether the rents are paid to the superintendent, the manager, or mail 
ed to the main office, It is made out in duplicate or triplicate, Transmittal between 
superintendents and agents, or between agents and cashiers calls for duplicate or 
triplicate reports with proper receipts. The cashier's copy is the —p- source and is 
punched and put in a permanent binder, A deposit slip or ade 

pasted or fastened to this copy. 


ing machine tape i 





5) MONTHLY COMBINED EXPENSE & SUMMARY RECONCILATION FORM 

Prepared for owner to show day to day expenditures. There are both hand and 
typewriter (shown here) forms. The hand form (not shown) is kept in a binder 
Where practical and not objectionable to the owner, a carbon copy of the hand 
form is all that is needed to complete the data for the owner, The carbon copy, to 
gether with the Monthly Rental Report is the complete owner's monthly report 
This machine form is similarly handled, except that forms are kept loose for read) 
insertion in accounting machine or typewriter 


| EAL ESTATE officers of chain 
stores have a lot of new prob 
lems. It used to be he could in 
spect 10 or 12 downtown outlets 
in a few days. All would be close 
to his hotel, or within reasonable 
triking distance. He could rely 
on pedestrian traffic counts and 
occupancy maps. 

Now the real estate officer has 
to drive all over the suburbs, try 
ing to find a shopping center site 
where a store can attain enough 
volume and profit to satisfy th 
front office 

Chain store organizations are 
generally understanding toward 


profits by using it. 

The tough problem is how to 
recognize a good shopping center 
when you see one. There are four 
main approaches to the problem 

Some chains rely heavily on 
Census Bureau or Commerce De 
partment figures. 

Other chains employ research 
analysts to do the job for them 

Smaller organizations have been 
known to seek the protection of 
their big brothers and simply lo 
cate where they do. 

A few still use the divining rod 
of real estate experience, half vi 
sion and half common sense 


does your shopping center 


meet chain store needs? 


How often are you called upon to find a chain store location? Here's 
a discussion by a shopping center expert that will help you know 
what kind of shopping centers chain stores are looking for. 


By ROBERT STURGEON 
Albert M. Greenfield & Co. 
Philadelphia, Pa. 


the difficulty. They are as attract 
ed as everybody else by the shop 
ping center phenomenon, Experi 
ence has proved that there are op 
portunities to acquire high volume 
outlets in well developed and prop 
erly planned shopping centers, lo 
cated in heavily populated sub 
urbs of above-average income 
families. 

Competition is controlled be 
cause both owner and _ tenant 
work for their mutual self-in 
terest. Speculation about the quali 
ty of the market is reduced be 
cause the location and population 
of the suburb determine what the 
market will be 

Here is an established, desirable 
market where minimum rentals 
are fair and percentage rentals are 
modest, Compare this picture with 
that of 1946-47, when the chain 
store tenant had to pay top dollar 
for downtown locations and made 
his own improvements 

Admitting a few mistakes, it is 
generally agreed that the shop 
ping center is a good place to lo 
cate and that chains have in 
creased their overall volume and 


4 


Any of these systems are fine if 
the store reaches a maximum vol 
ume. But the real estate officer is 
a dud if it fails for any reason 
ranging from bad weather to the 
administration in Washington 

Real estate officers have to be 
able to guard against the pipe 
dreams of the owner who sees a 
miracle coming up from his cor 
ner lot and wants some chain store 
to prove he’s right. 

But he also has to be able to 
recognize a potential Northgate in 
a present day corn field. 

Real estate officers in this pre 
dicament have a friend in court 
they ought to make use of the 
services of a large responsible real 
estate organization familiar with 
the past history and general long 
range development plans of the 
whole metropolitan area. This 
source can give him specific in 
formation about the localized cen 
ters, including population studies 
that embrace income, social and 
ethnic factors, building trends and 
reliable advance information 
about civic planning 

This kind of information has 
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to be obtained locally and from 
responsible sources. 

Jhains know their problems bet 
ter than the broker and wouldn’t 
presume to offer suggestions to 
the real estate officer who is an 
expert in fis field. But real estate 
officers might bear in mind these 
things — signposts leading to good 
shopping centers: 

1) Does the center have one big 
draw tenant? This should be the 
branch of a downtown department 
store, well established, accepted, 
and having abundant good will. 
It should be big enough to carry 
representative lines of merchan 
dise and provide credit conveni 
ences for its customers 

2) Assuming the center has 
adequate parking, is it also easily 
accessible to both motorists and 
walk-in customers? 

3) Is the owner reliable in atti 
tude and purposeful in approach? 
Or is he simply anxious to make 
a few deals. He has to be both 
interested and capable if the cen 
ter is going to offer any guaran 
tee of permanence and success. 

+) Does the owner have an 
organization equal to this kind of 
enterprise? Does his organization 
include architect, builder and 
mortgagee as well as rental agent? 

5) Real estate officers have to 
beware of the cheap buy. A cen 
ter that isn’t planned on a sound 
fiscal policy could fail in any 
emergency. Subsidies are danger 
ous to owner and tenant alike, and 
unnecessary in a well planned 
center. The owner of a good cen 
ter would be a fool to give it 
away. A tenant becomes a fool’s 
partner when he looks for a give- 
away. 

If these principles seem elemen 
tary they are. But they are so 
basically sound that they deserve 
repetition and re-study 

More shopping centers have 
failed to live up to their expecta 
tions through neglect of these 
principles than from failure to 
properly analyze the market. 

The movement of people to 
their own homes in suburbs is not 
new, but the fact that they are 
buying soft lines of merchandise 
in suburban areas is new. This is 
the best assurance of the bright 
future of shopping center develop 
ment, regardless of economi 
trends. 

Shopping centers have brought 
about a new kind of partnership 
between owner and tenant, be 
tween local realtors and chain 
stores. The connecting link is the 
chain real estate officer 
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Apartment Management 


Womanly Touch 


This lady property manager believes the woman's 
viewpoint is so important in renting apartments 
that she employs only female apartment house 
managers. Not only that, she insists on sitting in 
on architect-contractor meetings to make sure new 


apartments are planned for housewives’ needs. 









IKE OTHER AREAS of the housing industry, 

4apartment rental and management is getting to 
be a more competitive business. To keep your prop 
erties rented you have to do more than put out a 
sign or run an ad. You have to keep your buildings 
right up to date, with a sharp eye on your market 

In modernizing old apartments or planning new 
ones, you have to be aware of the woman’s viewpoint, 
for she usually makes the rental decision. This is the 
principle upon which Sarah Tobias has successfully 
operated for 30 years. 

Miss Tobias is in full charge of the renting depart 
ment of the J. H. Taylor Management Company in 
New York City. Her ideas and her success deserve 
the attention of the most condescending male prop 
erty manager. Here are some of her principles 

She says women rent most apartments, regard 
less who signs the Accepting this female 
influence, Miss Tobias goes straight to the heart of 
the problem and hires and trains only women a 
apartment building managers 

Prospective agents are taught to read construction 
plans, ine to learn fundamentals of renting and a 
full real estate background. When trained. the agent 
is assigned a building and is on her own 
Miss Tobias keeps track of her personnel and their 


lease 
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220 Central Park South, 20-story luxury apartment building in 
Kitchens 
are complete General Electric units, designed with the lady o« 


Manhattan, which shows Sarah Tobias’ feminine touch 
cupant clearly in mind, It is operated by a lady apartment man 


ager, trained by Miss Tobias, rental manager for her company 


responsibilities by having a direct 
from her desk through the main office 
to each of the buildings 

Early in her career, Miss Tobias saw an opportuni 
ty to give women a real voice in the planning of they 
homes. She persuaded the owners and architects that 
it would be a good idea for her to attend planning 
meetings in order to make certain that a 
viewpoint was represented 

Thus, in the planning and construction of 12 
that have 
modernized into small apartment he 
point to sit in from the very bewinning on confer 
ences of architects, engineers and sub-contractors a 
they discussed the amount of land to be set aside for 


telephone line 
itchboard 


Oman 


buildings, including two brownstone been 


made it a 


garden areas, layout. exposures clo et pace and the 

many other details of apartment planning 
Operating on these two basic principle that 

apartments are built to be rented, and that ymien 


have a major voice in the renting of them Mi 
Tobias has emphasized better kitchen design 
cupboards of a useful height and space saving as a 
prime feature. She has stressed that city apartment 
dwellers can live like civilized people and not cave 
dwellers by bringing in garden ideas, fli 
open air balconies and sunroom 


with 
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AGREEMENTS NOT TO 
compete and the tax consequences 
as between the buyer and seller. 
Certain types of businesses have 
4 greater potential value to the 
buyer if the seller is eliminated as 
a competitor by an agreement not 
to compete or engage in similar 
business in a restricted area for a 
specified number of years. In 
order to enumerate some of the 
accounting and tax factors to con 
sider in such a transaction, two 
have been chosen to show 
the tax consequences, first to the 
buyer and then to the seller 
A) Gazette Telegraph Company 
v. Comm., 19TC692, CA-10 

B) Clarence Clark Hamlin Trust 
et al v. Comm., 19TC718, 
CA-10 

l--A group of experienced 
newspaper men interested 
in buying the newspaper 
mentioned under A, made 
it known in the beginning, 
in their cor respondence with 
the seller, that they would 
seriously consider buying 
only if they had a covenant 
from the seller not to com 
pete for a specified number 
of years 
It was the buyer's original 
intention to pay separately 
for the covenant and amor 
tize it over its life. He made 
this known in all transac 
tions and records 
The buyer purchased the 

outstanding stock of the old 

corporation and not its as 
sets. The price paid was 
$150 per share for the stock 
and $50, based on each share, 
for the covenant not to com 
pete, $200 per share unit 
+——-That the price paid for the 
covenant not to compete was 


Cases 


40 
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By E. H. WELTER, Tax Editor ee | 
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a separate and distinct busi 


ness transaction from the 
stock purchase 
>—A new corporation was 


formed to take over the old 

corporation and the cove 

nant not to compete was one 

The cost of the 
covenant was regularly 
amortized over its ten year 
life according to the taxpay 
er’s original intentions 

‘The taxpayer was sustained in 
his method of amortizing, for the 
tax purposes, the cost of the cove 
nant, over its ten year life. (See 
case cited under A. above. ) 

The seller of the stock and the 
covenant did not anticipate the 
end results and reported the dif 
ference between the cost and the 
total selling price of the stock and 
covenant as capital gain. The com 
missioner said no, that the gain 
from the sale of the covenant was 
ordinary income and the commis 
sioner was sustained in his deci 
sion by the Tax Court and Court 
of Appeals Tenth District. (See 
case cited in B, above. ) 

The facts may be studied by 
reading the full text of the two 
decisions mentioned above. Of spe 
cial interest is the formal approach 
to the purchase and its conclusion 
by the buyer 


of its assets 


STOCK INTERESTS OF MAN 


agement employees. Revenue Rul 


ing 54-13 has interpreted Code 
Sec. 112 (g) (1) (E) and Code 
Sec. 112 (b) (3) to include a 


change in the proportionate inter 
ests of valuable management em 
ployees, to compensate them for 
their services, under a tax-free re 
capitalization. It is particularly 
effective for close-held corpora 
tions and does not present prob 


January, 1955 


NATIONAL REAL Estat? 


lems to which other plans are in 
herent. An example. 

M Corporation’s capital 
stock consists of $100 par 
value preferred and $100 par 
value common stock. A, the 
general manager of the cor 
poration, owns 30% of each 
class of stock and B owns 
70%. As an incentive to A. 
B agrees to increase A’s com 
mon stock interest to 40% 
The corporation issues pre 
ferred stock to B in exchange 
for*enough of his common 
stock, at book value, to reduce 
his common stock holdings to 
60%. The corporation then 
transfers from earned surplus 
to capital account an amount 
sufficient to reflect the in 
crease in the par value of its 
total outstanding stock after 
the exchange 
The ruling, however, apparent 

ly does not cover the aasalile tax 
effects if there should be a dis 
parity in value because of the ex 
change of stocks; nor does it indi 
cate the possible tax treatment of 
any sale, transfer or redemption 
of the new preferred stock. Such 
items should be studied prior to 
executing such a reorganization. 


SURRENDER OF SINGLE 
premium endowment _ y for 
cash and participating life insur 
ance policy. Revenue Ruling 54 
264 states that taxable income is 
realized when a taxpayer surrend 
ers a single premium endowment 
policy for paid up insurance and 
cash, ee on the difference be 
tween 

1) The cash received plus the 
value of the ar y received 

0 


The value the policy is 
defined as the amount that 
any one of similar sex, age 


and condition of health as 
the taxpayer would have to 
pay for such a policy on the 
date of the transaction. It 
does not mean the cash sur 
render value of such a policy. 
Premiums paid on the en 
dowment policy. less any di 
vidends received or credited 

If the cost of such an exchange 
exceeds the amount received it is 
personal expense and not a de 
ductible amount. Refer to IRC 
Sec. 22 (b) (2) (A). Now let us 
see what will happen to the above 
situation under the Internal Reve 


~ 


t 


nue Law of 1954. Sec. 72 (e) (3) 
would, as I —o it. spread 
any profit realized over a three 


year period. The current year and 
two preceding years 
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WHEN CAN MERCHANDISE 
stock in trade) be considered a 
capital asset? The tax Court hand 
ed down a decision (Ferber, T¢ 
May 7, 1954) that may interest all 
who are handling estate matters 
Taxpayers were the executors of 
an estate of a proprietor of a fur 
store. They operated and tried to 
sell the store as a unit for a period 
of two years. The profits were re 
ported as ordinary income. After 
the store was sold, a quantity of 
merchandise (furs) remained 
which taxpayers sold at auction 
The profits were reported as capi 
tal gains. The Tax Court affirmed 
the taxpayers’ method of report 
ing the profits. The merchandise 
(furs) in this case ceased to be 
classified as stock in trade because 
of non-operations of the business 
and because it was, no doubt, part 
of the investment in the business 
The length of time the furs were 
held before sale and after the store 
was sold might also be a determin 
ing factor in the minds of the Tax 
Court 


FROM WHAT DATE IS A 
corporation officially liable taxwise 
for its operations? The Tax Court 
(Smith, 12 TCM 607) says from 
the date of its incorporation. The 
case cited indicates that the pro 
prietorship which was incorporat 
ed continued to do business as such 
two or three months after the cor 
poration was legally formed to 
take over. Payroll reports and in 
come for the first a months 
were reported by the proprietor 
ship. The Tax Court said no, that 
the corporation started when its 
articles of incorporation were filed 





$20,000 Sales Brisk 


(Continued from page 23) 


industry is mov 
ing in rapidly and company ex 
ecutives invariably require high 
er-priced housing 

On the West Coast, Louis Lan 
dau, executive secretary of the As 


ever, since new 


sociated Home Builders of Sacra 
mento, says the trend lags in his 
area. He says, “Due to the fact 


that buyers are more selective on 
higher-priced property, the sale of 
homes in the $20,000 and up 
bracket has been off. However. 
where sound values are offered in 
this price home, there have been 
sales. There appear to be a num 
ber of homes in this price availa 
ble for Generally, 
has been excellent in 


sale business 


this area.” 
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Construction of 700 LL. 





prefabricated homes 
continues to show 
increases as compared with 
total home building. 


A gain of 22°;, was achieved in the 


first half of 1954 over the corresponding period of 1953. 
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a year ago! 
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Homes (00) 







100 


It will pay you to investigate the mortgage lending 


opportunities in this swing to prefabrication. 


Builders of prefabricated homes know today’s market. 


You will find their homes an attractive investment 
from every standpoint. They meet every VA and FHA 


requirement. They go up faster and sell faster. 


Most important of all, prefabrication’s modern 


methods produce a better value- 


prefabricators serving your area. 
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assurance to both 
buyer and mortgage lender that they have an 
investment with a sound future. Write for a list of home 


To keep fully informed of new developments in 
this fast growing field, subscribe to ““PF’’, 
official monthly journal of PHM1. 


PREFABRICATED HOME 
MANUFACTURERS’ INSTITUTE 


933-20th Street, N.W 
Washington 6, D.C. 
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s 
bad A ‘ timulate tl 
program tO stimulate the most 
. powerful asset of a successful Realtor... . 
a“ 
° Word-of-Mouth R ndatt 
orda-of-/Vioul eccomme lions 
& 
* What is your best source of prospects? Most leading Realtors will answer 
. such a question with a determined, “Word-of-mouth recommendations. 
e Call them word-of-mouth recommendations, personal references, referrals, or 
what you will, a successful Realtor is largely dependent on what people 
® are saying about him. That's the foundation of his business. 
e Recommendations are important to any business man but because of 
e the very nature of real estate, third party influence is especially important 
to you as a Realtor. You serve a client relatively few times in his 
lifetime. People can't sample your wares or your services. You have no 
« national brand to talk about. You have essentially no standardized product 
e to sell. Rather you are selling your integrity and your service — your skill and 
experience and knowledge of real estate. 
e . 
So how can you stimulate favorable recommendations? How can you keep 
° favorably before the people of your community? 
° First, you must merit confidence by dealing fairly, wisely, and conscien- 
e tiously. But you can go further in developing that confidence and goodwill 
* 
e 
* 
* 

















by rendering a service to those key persons in your community who are 
the best source of recommendations — employers of labor, civic leaders, 
prominent professional men from whom others seek advice. Because people 
know little about real estate and deal in it infrequently, they invariably 
seek the advice of those persons whose opinions they respect. They ask, “I'm 
thinking of buying a house, what Realtor would you suggest I see?” or 
“What do you think of Jones Realty?” 














Working with leading Realtors, NATIONAL REAL Estate AND BurLDING 
JournaL has developed a program to fill this long-felt need in public relations 
— a program for the exclusive use of one outstanding Realtor in each com- 
munity. OWNERSHIP, this new service, helps enhance reputation, build 
goodwill, and mold favorable public opinion for the Realtor who 


is selected for the franchise. 





OWNERSHIP tells the up-to-date real estate story — the facts about 
your business — interestingly and authentically to the influential persons in 
your community. But most important, it renders a service and impresses 
upon these people the high standards by which you operate — the way you 
do business. OWNERSHIP commands the respect and interest of those 


members of your community who are in the best position to refer others to you. 
The exclusive franchise for the use of OWNERSHIP is available to Realtors 


only and is awarded to only one qualified, recommended firm in each 


community. 








If you are interested in learning whether the franchise is available in your 


community and in being considered for this program, address your inquiry to 
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Does fraud by a third person affect the validity of a contract? In 


what situations do common law trusts serve the purpose better than 


a corporation? What one thing must be guarded against in a liqui- 


dation trust? Here are the answers by our legal counselor. 


| ye 'BENPECK was very anx 

wus to dispose of his building, 
but it was a white elephant and 
not easy to dispose of. He got a 
prospect but the prospect was not 
interested. Then Daubenpeck got 
a friend of the prospect, who was 
not adverse to acquiring a little ill 
gotten gain, to approach the pros 
pect. The way the friend did it was 
to tell the prospect in “confidence” 
of a building that the friend in 
tended to buy, and the friend 
praised the building to the sky, 
saying that it was a gold mine in 
disguise, et ek The prospect 
rushed over to Daubenpeck and 
signed the contract, and 
quently the deal was closed. Fraud 
by a third person does not affect 
the validity of a contract, unless it 
was with the knowledge and con 
sent of the party to the contract 
But, you will say that this was 
with his knowledge and consent 
Then I will say to you, “how is the 
buyer going to prove it?” He sim 
ply can’t because the friend isn’t 


subse 


Ww) 








ROO en me 


going to incriminate himself, and 
the seller is not. I don’t feel much 
sympathy for the buyer 
he was willing to doublecross his 
friend, and since he was willing to 
do this, he deserved to be we Se 
crossed himself 


\ ANY years ago there was a 
| good deal of talk among law- 
yers about common law trusts 
Clients our offices and 
asked us about them. One lawyer 
advertised in the daily press that 
he was a specialist in organizing 


because 


came to 


common law trusts and his fee 
was $25. He had a good form for 
such a trust and it was only a 


matter of copying 
names and amounts 

I thought if he could do it | 
could, and I bought a book on the 
subject and read it through care 
fully, but never actually was call 
ed on to draw such an agreement 

A common law trust is a trust 
organized to do a commercial busi 
They originated and 


it, changing 


ness are 
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popular and used extensively in 
Massachusetts. so much so that 
they are sometimes called ‘““Massa- 
chusetts Trusts.” 

In a few situations they serve 
the purpose better than a corpora 
tion. One such situation is liquida 
tion trusts which are really com- 
mon law trusts. There is one thing 
that one must guard against in 
such an agreement and that is 
not to give the shareholders con- 
trol over the trustees. If they have 
control the trustees it be- 
comes a partnership and not a 
trust. Some common law 
went so far as to provide for the 
election of the same as 
directors of a corporation, and it 
is this that makes them partner 
ships 

In liquidation trusts it was high 
ly desirable for the shareholders 
to exercise some control over the 


over 
trusts 


trustees 


Some lawyers inserted a 
authorizing the share- 
trustee for 


trustees 
rovision 
iolders to remove a 
misconduct and to elect a succes- 
sor, the shareholders to be the sole 
judges of misconduct 

We have one great case on com 
mon law trust in this State, and 
that is the case of Schumann 
Heink vs. Folsom, 328 Ill. 321 
Madam Schumann-Heink, evi 
dently not earning enough money 
by singing invested money in the 
Goodland Company, a Common 
Law Trust, the contract creating 
the same being executed and de 


livered in Boston, Massachusetts, 
May 21, 1919. She sued the trust 
on a contract under which she 


was entitled to some money, and 
she included all the trustees per 
sonally, one of whom was Richard 
S. Folsom, a Chicago lawyer 

The court held that Common 
Law ‘Trusts were not against the 
yublic policy of this but 
aid down the following precepts 
‘Where under the declaration of 
trust the unit holders retain con 
trol over the trustees and have au- 
thority to control the management 
of the business, the partnership 
relation exists On the other 


state, 


hand, where the declaration of 
trust gives the trustees full con- 
trol in the management of the 


business of the trust and the cer- 
tificate holders are not associated 
in carrying on the business and 
have no control over the trustees. 
then there is no liability 
ners.” 


as part- 
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Product Progress 


(Continued from page 12 


by a switch which detects changes in water pressure 
The pumps range in size from the small residence 
pressure booster to those required for the large multi 
story apartments or hotels. 


They Stay Stuck ve 


A new improvement in their line of Self-Sticking 
Pipe Markers, which makes them unaffected by 
extreme temperatures of 
the pipes to which they're 
applied, is announced by 
W. H. Brady Company, 
Milwaukee. It is claimed 
the markers will stick to 
pipes at continuous tem 
peratures from minus 300 
degrees F to plus 300 de 
grees F ... intermittent (is ane eae 
temperatures to 450 de HEPRESS. STEAM 
grees F. The markers come 
mounted on handy Dis 
penser Cards for quick application in three printing 
styles, for large, medium and small diameter pipes 


Four In One sad 


An “Electric Kitchen Center” is announced by 
General Electric Company of Louisville, Kentucky 
It’s a single kitchen service with built-in appliances 

a combination washer-dryer, a disposal-equipped 
sink, an automatic dishwasher, and an electric range 





complete with storage drawer. All the appliances ar¢ 
grouped under an eight and one-half foot heavy-duty 
seamless stainless steel top containing a sink bow! 
and four high-speed flush-mounted Calrod cooking 
units. The entire center may be placed as a singl 
installation in any type of kitchen 


New Horizons 1-8 


Here’s the newest model of United States Steel 
Homes, Inc., the housing subsidiary of U. S. Steel 
Corporation. It’s called the “Visionaire” and head: 
the company’s 1955 product line. Low, rambling, and 
I.-shaped, it is designed to meet modified contem 
porary trends. The “Visionaire” will be produced and 
marketed during February, 1955, It will be offered 
in three and four bedroom, two-bath versions. Some 
of the selling features are eye-level ovens and table 
top range, fold-away dinette and storage walls with 
many built-ins rather than conventional walls. The 
“Visionaire” will be priced in the four bedroom size, 
at approximately $22,500 including two-car garage, 
landscaping and lot 


hx 
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AAA-1 rated Jr. Dept. Store Chain will lease or ——— 
buy 75-ft. frontage and up in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw, Mitchell, 276 - 5th Ave 
N. ¥. C. 


Baked Enamel on 30 Gauge Metal 
“Write for FREE SAMPLE, Illustrated 
Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











SPECTACULAR 
CAPITAL GAIN 
INVESTMENTS! 


LIQUIDATION PRICES 
On Florida Lower-East-Coast 
B-O-O-M PROPERTIES! 


14 Large Business Properties in the 100% 
Business Section of beautiful Delray 
Beach now on the verge of a Sensa 


tional Florida BOOM! 


We represent an Estate which has order 
ed us to sell at the lowest prices ever 
offered for comparable business property 
in this select area 





-year leases on one large Block of 
100% Better Business Section. WO feet of 
Ocean Front at sacrifice. Large Apt 
& Private Yacht Club site at startling 
reduction. Many others 


Don't Delay! 
PHONE WIRE WRIT! 
FOR COMPLETE BROCHURE 


JOHN B. REID Specialists ALAN ROTH 
1661 Michigan Ave. Miami Beach, Fla 
Phone 56-1407 














— Training «0, 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
investigate our Home Study and Kesidentia! 
courses in Real Vastate 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 

War II and Korean Veterans. 
WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020 Grand Dept. RE 


Includes al) phases oi 


FLORIDA BROKERAGE OFFIC! 


Rental and insurance departments, established 





years. Will sell with or without real estate build 
MADE meg. $25,000 cash will handle (ross) «income 
10 $27,000 annually, Write owner, P.O. Box 6964 
ORDER Murray Hill Station, Jacksonville, Florida 
ano 
IN STOCK 


FOR QUICK ACTION! 
Join Those Who Use 


JouRNAL Classifieds! 


@ full line of ready 
mode signs tor the | 


REAL ESTATE AGENT | 


Send fer Price tint 





RICHMOND SIGN COMPANY ase: 


OIVISION OF ENAMEL PRINTERS INCORPORATEO 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 





SERVICE 


HEAVY 99 GAUGE, GARED, 14 K-90 WE LO OTE 444 tA 
110 9 OY OmvERY © Canton wes son 1077 


GREENVILLE SC 


Kensas City, Mo. 
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read over 


someone else’s shoulder ld 


Why Not 


have your own personal copy 


of Nationa Reau Estate 
AND Buitpinc JournnaL — the 
magazine for men who build, 
manage and merchandise to- 


day’s homes? 


Start this parade of profitable 
ideas coming to you each 


month. 


Just sign the coupon below 
and mail today! We'll start 
your subscription with the next 


issue. No need to send money. 


We'll bill you later. 


But, Act Now! 


NATIONAL REAL ESTATE AND 
BUILDING JOURNAI 


27 Sixth Avenue S.1 
Cedar Rapids, lowa 


Please start my subscription to the 
JOURNAL at once 


C) 3 yes. $12 
[] 2 yrs $9 
C) lye $5 

Name 

Title 

Address 


City 
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A court battle rages over a backyard fence in Levittown, Penn- 


sylvania. Levitt and Sons, Inc., builders of the 11,000 home “model” 
community brought suit against the Robert E. Schmidt family for 
violating company restrictions by building a fence around their 
back yard patio. This will be the first court test of the restrictions 
Mrs. Schmidt took an opening pot shot at the restriction, saying 
that her fence “looks a lot better than some of these sloppy back 
yards you have to look at.” 


Supreme Court Justices voted unanimously to uphold a Wash- 
ington 1D. C. law which authorizes city redevelopment projects to 
condemn properties in slum areas for “aesthetic” reasons. Writes 
Justice William O. Douglas, If those who govern the Dis 
trict of Columbia decide that the nation’s capital should be beauti 
ful as well as sanitary, there is nothing in the Fifth Amendment 
that stands in the way.” This means, in Justice Douglas’ words. 
“Property may, of course, be taken for this redevelopment which, 
standing by itself, is innocuous and unoffending.” 


There’s a mechanical giant called the ‘‘Tournamover”’ that moves 


houses at a two-a-day clip. Hundreds of houses have been moved 
from the paths of the Pennsylvania and New Jersey turnpikes by 
a house-moving company with a machine “like nothing else in 
the world.” To give some idea of its size, the wheels are nine feet 
high. The body of the machine is shaped like a huge letter “I 
with 36 feet between the arms. The “monster” engulfs a house in 
its arms, carries it to the new site and lowers it gently into place 
Its owner, house mover James W. Hartshorne of Moorestown, 
New Jersey, says it makes his job much easier by cutting out the 
expense of jacking-up houses, then putting dollies under them 


Good news for northern home-owners with back aches from shovel- 


ing snow. According to the Plumbing and Heating Bureau, you 
can now melt the snow off your walks at a mere five cents an hour 
Most home heating plants, explains the Bureau, are designed for 
outdoor temperatures of ten degrees below zero or lower. Weathe 
records show that 87% of all snow falls when temperatures are 
between 10 and 35 degrees above zero. So, boilers already have ex 
cess capacity for snow melting. Piping is installed beneath walks 
and drives. Mr. Homeowner simply flips a switch as the first 


flakes begin to fall 


Your home or apartment modernization projects may get national 


recognition if you have entered them in the contest sponsored by 
the Build America Better Council. (Entry deadline was January 
1.) Fritz Burns, Los Angeles Realtor-builder, announces that John 
McC. Mowbray, Baltimore, and Waverly Taylor and Carey 
Winston both of Washington, D. C. are judges. Awards of five-day, 
all-expenses-paid trips to Washington will go to Realtors who dis 
play the best improvements of single-family, detached homes; 
small, multi-family houses; and apartment buildings. Selections 
will be made in Washington this month 
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CONSULT THESE 


FOR REAL ESTATE 


SALES 


e@ CLEARWATER, 

FLORIDA 

W. S. Shannon 

P.O. Box 1352 

Homes & Business 
Opportunities 

Profitable Co-Op 
Plan for Broker 


e DENVER, COLO 
Garrett-Bromfield 


Co 


Security Bldg 


@EDMONTON, 
CANADA 
L. T. Melton Rea! 
Estate Ltd 


10154 103rd Stree 


9 Branches to Sery 
You 

Organized for Serv 
ice Specialized i 


Value 


t 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBUS, OHI 

William P. Zinn & 
Co 

37 North Third St 


@ EAST ORANGI 
N.J 


y K. Preiser 
S.R.A 


Harrison St 


@EDMONTON 

CANADA 
Melton Re 
» Ltd 


oe FORT SMITH, 
ARK 


Ray E. Patterson 
M.A.I S.RKR.A 


) Grarrison Ave 


e MINNEAPOLIS 
MINN 
Norman L. New! 

M A.l 
19 Marquette Ave 


@ MONTCOOMERY 
ALABAMA 
Lester H. H 

Compas 


111 Hill Bu 
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TENN 
Biscoe Griffith ¢ 
Since 1914 

14 Union St 
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Mark 
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Al 
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oe FORT LAUDER- 
DALE, FLA 


Jack Higginbotham 


Inc 
2882 I 
@ NEW YORK, N.Y 
Fass & Wolper, Inc 
East 42nd St 
Main Street Proper 


ties Anywhere in 
the U S.A 


@ TAMPA, FLA 
C. Hilton, Ine 
3338 S. Dale 
Mabry 
e@ TORONTO, CAN 


Barry E. Perlman 
9724 Eglinton 
Ave. W 


e WICHITA FALLS 
TEX 


Ray Keith Realty 
Co 


P.O. Box 2195 


@NEWARK, N.J 
Harry J. Steves 
M.AI 


A 
478 Central Ave 


@NEWARK, N.J 
Van Ness Corp 
Hi. W. Van Ne 

President 
+ Commerce St 


@NEW YORK, N.Y 
Screntifu 
Corp 
East 42nd St 
Sy ni tae 


Appra 


slues and 
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@ PHILADELPHIA 
PA 
Richard J 
MAI 


1422 Chestnut St 
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est. LOUIS, MO 
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@FOLEDO, OHIO 
Howard W. Etche 
M.A.1I 
Etchen-Lutz ¢ 
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CANADA 
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FOR REAL ESTATE 


FINANCING 


@BALTIMORE, MD 
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r.. Ie 


M 


mer 


ack 


Sunrise Blvd 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA @eKINGSPORI 
The Jarrett TENN 
Organization Dougherty-Roller 
42 Hamilton St Leases, Investment 
Specializing Property 
Eastern Penn Sales 
101 Broad St 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
1 Broad St 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
Hv’Yy I hin St 


@ BALTIMORE, MD 
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@WASHINGTON 5 
D4 


Shannon & Luch 
Co 
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FOR FARMS 
AND RANCHES 


@ BRADENTON, eh DMONTON 
FLA CANADA 

Walter 8S. Hardin Tr. Me 
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6 years’ experience 14 

Hardin Bide 


12th St 


@eRICHMOND, VA 


G. B. Lorraine 
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Henry Coleman 


Madison Ave 








Rates for Advertising 
In the “Consult These Specialists’ 
Department: 











| FOR LAND PLANNING 


@WILMETTE, ILI 
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MANAGEMENT 
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William P. Zinn & CANADA 
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Organization Cx Ine 
42 Hamilton St ! Monroe Aven 
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POLLMAN 
HOMES 


BY THYER 


THYER HOMES WILL SELL 


Today’s buyer is fussy. He knows just what he wants. 

Plenty of room —a sensible floor plan —top quality materials 

—and good, sound construction —these things he takes for granted. But 
most important, he is sold on style — he wants his 

home to be attractive as well as practical. For 1955 Thyer 

offers a new line of Contemporary models. Long, low, 

and livable, these easy-to-build, easy-to-sell homes can help 

you enjoy a profitable building season next year. 

Write today for information on how you can become 

a Thyer Builder in your community. 


2850 Wayne Street 515 E. Yazoo Street, Dept. 1 
Toledo, Ohio Jackson, Miss. 


2280 Series Contemporary (shown below) features 
912 sq. feet of floor space, 3 bedrooms. Several 
attractive cedar shake and vertical siding combi 
nations and colors. With or without basement 
2/12 pitch roof. 


Climate Right Designs 2280 Series are-manufac 
tured in Toledo, Ohio, and distributed in North 
ern states only. For information regarding Thyer 
Southerner Line designed for Southern and Gulf 


Coast States, write Jackson, Mississippi 


Turn-Key Contracting Thyer can furnish houses 
construction financing and a bonded contract price 
to developers who want to build 50 or more houses 


at a time 


Local Field Service Thyer factory representatives 
are located in 28 states ready to assist Thyer 
builders in erecting, land development, finan ng 
and local advertis ng. A hard.-} itting advertis ng 
program is carried out in national consumer pub 
lications. Merchandising materials to assist build 


ers also available 


Awarded Parents’ Seal Thyer 
fabricated structural units hove 
been awarded Parents’ Mago 


zine Commendation Seal 























